


Helping Them 
Over the Hurdles 


FIVE years ago New England Mutual instituted a 
post-war training program designed to help new 
agents clear the many hurdles found in this exacting 
business. Since that time the “‘coaches’’ have held 
thirteen specialized training courses with a total en- 
rollment of 286 men who were in their first year 
with the company. 

Results of this instruction program indicate that 
carefully selected first-year men who have the ad- 
vantage of good training . . . be it received at the 


Home Office or in the Agency itself . . . enjoy greater 


_ success in the business. Graduates of these courses 


during the past few years are already averaging well 
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over $200,000 annual production. 

In addition to this special training program for 
new agents, the company also sponsors Home Office 
courses for general agents, supervisors, and ad- 
vanced underwriters. Recently added to the instruc- 
tion program ts a highly specialized course in estate 
analysis, and also an up-to-date manual on pension 
trusts. 

Experience has proven to New England Mutual 
the value of devoting time and energy to compre- 
hensive training programs designed to give agents 
the good ‘‘coaching’’ needed for successful life 


insurance careers. 
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: relations for an industry to 
and understood — particu- 
bon its achievements are as notable 
the life insurance industry. “ 

iliarize ‘as many people as possible 
‘The Mutual Life is playing in 
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The life insurance industry, responsible for 
the financial security of millions of American 
families, welcomes the assistance of close 
government supervision. Actually there are 
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..» FOR EVERY POLICYHOLDER! according 
s 
ities in which life insurance funds may be man a a ie 
invested. ing federal 
At The Mutual Life our awareness of public ae W 
responsibility is demonstrated in many ways. pante i 


three safeguards that protect each policy- 
holder: (1) regulation by the individual Insur- 
ance Departments of every state in which a com- 
pany does business, (2) Anti-Trust Laws that 
give Government the authority to prevent monop 
olies; and (3) the life insurance industry's own 
ense of public responsibility. 

The main functions of the industry regu- 
lated by state laws are: the terms of a policy 
the organization and operation of a com- 
pany the standards for reserves testing 
and licensing of agents the classes of secur- 
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Our Field Underwriters are given a highly 
specialized training. We are constantly devis- 
ing ways to speed up our service to policy- 
holders. Our Insured Income method of plan- 
ning family security is designed to meet the 








policyholder’s specific needs. Each major phase up 

of our operations is carefully supervised by a 

committee of the Board of Trustees. aud 
We appreciate that every time a policy- “no 


holder pays a premium he 1s giving us an 
imphed expression of confidence. We want to 


retain that confidence nes 


me 
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We believe this campaign ben 
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"Tax-Free Ride’ 
Smear by Lynch 
iDraws Sharp Reply 


Dawson of Mutual Life 
Answers Subcommittee 
Chairman’s N. Y. Speech 


NEW YORK—The “tax-free ride” 
oi life companies has been ended 
the House ways and means committee, 
according to a statement by the chair- 
man of its special subcommittee study- 


by 


ing federal income taxation of life com- 
panies, Walter A. Lynch, Democrat, 
New York City. He informed a luncheon 
gathering of the Bond Club of New 
York that his subcommittee had caught 
up with the life companies and, as the 
audience laughed and applauded, said 
“not only are the life companies in- 
vading your field and taking your busi- 
ness away from you, but some of them 





Washington—The House ways and 
means committee Wednesday ordered 
favorably reported the Doughton reso- 
lution providing for life company taxa- 
tion, modified in accordance with recom- 
mendations of the Lynch subcommittee. 





their taxes besides.” 
Society spe- 


want you 
He mentioned 
cifically, whose president, Thomas I. 
Parkinson, has assailed the retroactive 
features of the suggested tax legislation. 
Mr. Lynch said he expected that he 
would have to campaign for reelection 
among policyholders in the Bronx, his 
district, against the briefs of “Parkin- 
son’s agents.” He said he expects, how- 
ever, that “come election day, Lynch 
still will be in Congress and the Equit- 
able will be paying federal income 
taxes. 


to pay 
Equitable 


DAWSON ANSWERS LYNCH 
NEW YORK—The inference by Rep. 


Lynch that life insurance companies 
lave somehow unfairly escaped their 
iederal income tax liabilities is entirely 
wjustified, and places the business in 
an unfair light, said Louis W. Dawson, 
executive vice-president of Mutual Life. 
“Mr. Lynch and his committee,” said 


Mr. Dawson, “are trying to justify a 
retroactive tax against life insurance 
companies by indicating to the public 


that such companies somehow unfairly 
escaped the payment of income taxes 
1947 and 1948 and that they should 
therefore pay such taxes retroactively. 
“Personally, I am growing tired of 
these unjustified insinuations that we 
lave benefited from some ‘joker’ in the 
income tax law. The fact is that a new 
iormula for income taxation of life in- 
sirance companies was adopted in 1942 
and is still in effect. This formula, which 
was approved by the Treasury and by 
the Congress, recognizes that the com- 
panies should be permitted to deduct, 
‘or income tax purposes, that portion 
i their investment income which they 
ald to the policy reserves that they are 
fequired by law to hold for future pay- 
nents under their contracts. It was 
mplicit in this tax formula that, if the 
f’te of investment earnings fell below 
‘certain point, there would be no tax- 
tle income, and that therefore no tax 
(CONTINUED ON PAGE 20) 
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FTC Reviews What It Claims 


Is Its New Charge—lInsurance 


WASHINGTON —“ Insurance _ busi- 
ness under scrutiny” is a subhead in a 
summary of the federal trade commis- 
sion’s annual report for fiscal year 1949. 

“The commission devoted attention 
during the year to a new field of activ- 
ity—the application of the federal trade 
commission act and the Clayton act to 
the interstate insurance business to the 
extent that it is not regulated by state 
law. The commission continued its study 
of state legislation to determine the im- 
pact of the limitation respecting state 
regulation. 

“Meanwhile, the commission received 
a number of complaints and inquires re- 
garding possible violations of both the 
federal trade commission act and the 
Clayton act in connection with insur- 
ance, and initiated several investigations 
which were still pending at the close 
of the year. The charges range from 
misrepresentation to combination in re- 
straint of trade.” 

In conformity with its practice, 
does not disclose to what the 
mentioned investigations refer. How- 
ever, it has been investigating State 
Farm Mutual, also, reportedly, at least 
one other company and matters in con- 
nection with the Nebraska and Texas 
state commissioners’ offices. 


FTC 
above 


Rules Still “Under Consideration” 

The FTC report refers to the mail or- 
der insurance industry trade practice con- 
ference proceeding, saying “the proposed 


rules were under consideration as the 
year closed.” : 
Describing its trade practice conter- 


ence procedure as a means of “accom- 
plishing law observance on an industry- 
wide basis through the cooperative es- 
tablishment of rules designed to pre- 
vent unfair trade practices,” the report 
says: 

“Under the conference plan, rules are 
established after industry conferences 
and public hearings open to all inter- 
ested or affected parties, including con- 
sumer representatives. Rules promul- 
gated under this procedure define and 
catalog practices the commission con- 
siders unlawful under the statutes it ad- 
ministers. 

“Industry cooperation in the formula- 
tion of trade practice rules promotes the 
maintenance of fair competitive con- 
ditions. Through such cooperation, 
widespread observance of the law may 
be achieved, with resulting economies 
in the cost of law enforcement both to 
government and to industry. 

“The commission’s primary concern 
in the establishment of industry rules 
is the protection of the public from the 
harmful effects of such unfair practices 
as false and misleading advertising and 
other deceptive selling methods.” 


Small Amount in Budget 


The national budget for the fiscal 
year beginning July 1, 1950, as sub- 


mitted by the President to Congress, in- 
cludes $33,447 for the federal trade com- 


mission’s division of trade-marks and 
insurance, headed by Edward Thomer- 
son. The amount is about the same as 


for the current fiscal year. 

No special provision is made in the 
budget for mail order insurance work 
by FTC. Last year Congress author- 
ized $10,000 for work in this field, in 
lieu of the $100,000 appropriation re- 
quested by the President for FTC in- 
surance work in general. 

Some insurance investigations are be- 
ing made in the field by FTC agents, 
officials said, on the basis of requests 


by Mr. Thomerson, Alleged false and 
misleading advertising of insurance is 
involved in some of these cases. The 
field work is being done by the FTC 
bureau of legal investigations under di- 
rector James A. Horton. 

In connection with recent FTC in- 
vestigation rumors, industry observers 
cite rumors that FTC has had examiners 
recently busy in the offices of the Ne- 
braska and Texas commissioners. When 
the FTC representative asked the Texas 
commissioner for certain data, the latter 
reportedly told the examiner, in lan- 
guage more or less polite, to depart. 
Whereupon the examiner is reported to 
have obtained a subpoena to require 
submission of the data. 


Hallett Outlines 
Pending Legislation 
to Chicago Assn. 


James B. Hallett, 
National Asn. of 


general counsel of 
Life Underwriters, 
at the monthly 
luncheon meeting 
outlined to mem- 
bers of the Chicago 
association pro- 
posed legislation on 
social security, 
trends toward rais- 
ing income, estate, 
and gift taxes. 

Mr. Hallett re- 
marked that the 
senate finance com- 
mittee has mene 
hearings on 
6000, which the 
house passed last 
October. The pro- 
posals which cntitle 





Hallett 


more of our citizens to social security 
coverage; the increase in benefits for 
those in the lowest income brackets; 


the relaxation of the amount a retired 
worker can earn before forfeiting bene- 
fits are long overdue provisions. But 
sandwiched in with the good, Mr. Hal- 
lett w arned, are blurred carbon copies of 
socialized measures already proved un- 
sound by the life insurance business. 


Effect of Tax Message 


Mr. Hallett then discussed how Presi- 
dent Truman’s special tax message, ex- 
pected this week, might throw out of 
gear necessary corrections of discrimi- 
nations against life insurance in the 
internal revenue code. 

“Overburdened congressmen and their 
committees,’ Mr. Hallett concluded, 
“are honestly seeking information on 
the complex legislation they are consid- 


ering. Individually, and through your 
associations, you must bring your spe- 


cial knowledge to your congressmen.” 


NSLI Dividend Safe from 
All Creditors—Except One 
WASHINGTON — Veterans ad- 


ministration has warned that NSLI 
dividends are not assignable under the 
law and that dividend checks may not 
be withheld from veterans as security 
for debts due private interests. How- 
ever, VA is deducting from dividends 
amounts claimed due it from veterans. 
A said some veterans have directed 
that their dividend checks be mailed 
to certain business establishments, and 
that it is honoring such requests. 


Higher Interest 
Rates May Result 
from Report 


Would Have Federal 
Reserve, Not Treasury, 
Control U. S. Bond Yields 


WASHINGTON—The point of view 
of the life in- 
terest rates 
should not be 


insurance business that 
government securities 
so low appears to have 
sustained, in part at least, by the 
Douglas subcommittee on monetary, 
credit and fiscal policy, of the joint com- 


on 


been 


mittee on the economic report. 

If the subcommittee’s report is 
proved by the full economic committee 
Congress, the federal 
Treasury depart- 


ap- 


and adopted by 
reserve board and the 
ment will receive instructions that the 
effect upon the general economic con- 
dition of the nation should be the con- 
trolling factor in those agencies’ deter- 
mination of or establishment of policies 
with respect to management of the na- 
tional debt, monetary and credit prob- 
lems and that the cost of servicing the 
national debt should be secondary. 

The subcommittee proposed that the 
federal reserve board should have the 
primary power and_ responsibility for 
regulating credit. 


Question Divided Eccles, Snyder 


This question and the problem of gov- 
ernment interest rates have divided 
Treasury Secretary Snyder and former 
Reserve Board Chairman Marriner 
Eccles. The latter has agreed with the 
life insurance industry, to an extent, 
though perhaps for a different reason. 
He contends that interest rates on gov- 
ernment securities, kept low by the 
Treasury, deprive the board of a means 
of restricting credit in inflationary pe- 
riods. 

The life business objec ‘ts to low gov- 
ernment interest rates because they set 
a standard for rates on private loans and 
industrial securities, thus tending to hold 
down or reduce interest rates on com- 
pany investments and thereby reduce 
dividends to policyholders. 

The subcommittee apparently agreed 
with Eccles that because the federal re- 
serve must maintain a market for gov- 
ernments, while the Treasury fixes the 
interest rate on them, the board be- 
comes in practice unable to force credit 
restriction when it deems such restric- 
tion necessary to curb inflationary ten- 
dencies. 


Tri-State Congress Feb. 17 
CINCINNATI—tThe annual tri-state 


sales congress sponsored by the Cincin- 
nati Life Underwriters Assn. will be 
held Feb. 17. Following the opening 
address, the meeting will split into com- 
bination and ordinary company sessions, 
followed by a luncheon at which Grover 
Patterson, editor-in-chief of the Toledo 
“Blade,” will talk. The afpernoon ses- 
sion will be devoted to a forum on 
estate planning. 


Harry M. Zekind has been appointed 


assistant manager in Prudential’s Mc- 
Master agency in Los Angeles. Prior 
to joining Prudential, Mr. Zekind was 


with Northwestern Mutual in Los An- 


geles. 
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Agents Pushing for Favorable CSO Rates 


Have 


Definite Agreement Hostered Many Term Plans 


on Sec. 213 This Year 


Feel It's Needed by 
December to Assure 
Legislation in ‘51 


NEW YORK—tii vups interested ina 
revision of section 213 of the New York 
insurance law that the 
suggestions at the November hearing of 
the Condon committee that remedial leg- 
islation until 1951 will 
result in delays in getting definite agree- 


are concerned 


be postponed 


ments on revision of the statute until 
it is too late to get a bill through 
next year. 


They point out that the task of get- 
ting the companies, the National Assn. 
ot Life Underwriters, and the insurance 
revision 


department to agree upon a 
will be lengthy and involved. Even 
when the company committee reports 


its suggestions the department and the 
N.A.L.U. will presufably want time to 
study them and submit counter pro- 
posals. 

The N.A.L.U. is known to be against 
taking any chances on not having a bill 
put through next year. There is con- 
tinual pressure upon its headquarters 
from the field to get something done. It 
would like to see some specific action 
and recommendations which will culmi- 
nate in a final bill by December and not 
merely result in another hearing then. 
It is doubted that the Condon commit- 
tee could hold a hearing in December, 
1950, and get a bill through during 1951 
unless it had final recommendations by 
December, 1950 

There are many divergent views as to 
how the statute should be amended and 
the committee working on the revision 
has an extremely tough task. This, it 
is felt, provides an added reason why 
the committee should soon be reaching 
definite agreement 


FTC Gives Report 
on Insurance Probes 


Federal trade commission reports 
field investigation division received nine 
cases involving insurance matters dur- 
ing the fiscal year ended June 30, 1949. 
Of these it completed one case that year, 
leaving eight still pending. Four of the 
the division investigated, with 

to charges of false advertising 


++ 
1tS 


cases 
respect 
and misrepresentation, “involved insur- 
ance companies,” which are not named. 

Since June 30, last, according to in- 
formation received by insurance repre- 
sentatives, all but one of the four cases 
reterred to have been “resolved,” and 
hat one is on the way to solution. 

Such resolutions could be by way of 
(1) FTC determination that preliminary 
inquiry on charges received does not 
warrant formal action; (2) issuance of 
formal complaint by the commission, 
followed by further investigation, hear- 
ings, and decision, etc.; or (3) stipula- 
tion between FTC and companies con- 
cerned under which the latter would 
agree to stop and/or do certain things. 

FTC makes public its formal com- 
plaints and, usually, stipulations. It has 
not annothnced any such in insurance 
cases. However, considerable time may 
elapse between a report from the field 
investigation division and action by 
the commissioners, especially in view of 
FTC reorganization. 

Meanwhile, one official characterized 
the budget item of about $33,000 for the 
FTC trade-mark and insurance division 
as “not a drop in the bucket,” compared 
to what is needed for that division. 





By ROY ROSENQUIST 

During the past several years, the 
policy-form production mills have been 
turning out many types of term insur- 
ance rates reflecting the favorable CSO 
mortality table. 

Leve] term insurance anpears in rider 
and policy forms with lower rates or 
higher dividends, longer durations, and 


in some cases, with set minimum 
amounts greater than $1,000. 
Remarkable, however, are the de- 


velopments in mortgage insurance and 
family income plans. Decreasing term 
insurance for mortgage protection has 
grown in popularity to such a degree 
that it is available in most companies. 


Out of 120 companies studied, (91%) 
will issue decreasing term insurance 
and/or commute family income pay- 


ments to cover the balance due on a 
mortgage in event of the insured’s death. 
Separate Policy or Rider 

Decreasing term insurance for mort- 
gage purposes may be issued as a 
separate policy or as a rider in com- 
bination with permanent insurance. A 
few companies issue mortgage protec- 
tion policies with a small amount of 
permanent insurance, usually 20% of 
the initial amount, and with a premium 
level jor life. Very few companies will 
consider adding a decreasing term rider 
to level term insurance. 

Premiums for mortgage insurance 
may be on the level premium basis or 
premiums may vary from year to year 
with the attained age and reduced 
amount of insurance; amount of insur- 
ance may reduce annually or monthly; 
and premiums may remain Tevel, but 
payable for a period shorter than the 
period of coverage. 

When family income plans were first 
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THREAD YOUR NEEDLE 


introduced, the usual arrangement was 
$10 monthly per $1,000 from death for 
the balance of 10, 15 or 20 years from 
date of issue, with the basic amount 
payable at the end of the period and 
with the interest on the basic amount 
included in the $10 monthly income. 
The trend has been to issue $15, $20 or 
larger amounts as well per $1,000 of 
basic insurance and to lengthen the 
period of coverage, even up to the an- 
niversary of the contract when the in- 
sured would have reached age 65. 

A few companies now issue family in- 
come riders providing for payment of 
$10 per $1,000 exclusive of the interest 
on the basic policy, for an increased 
premium, and allowing the basic policy 
to be paid immediately in a lump sum 
or under one of the settlement options. 
Conversion of the family income plan 
to permanent insurance is permitted by 
about one-third of the companies. 


Winnipeg Branch Feted 


WINNIPEG Production of the 
Winnipeg branch of Great-West Life 
exceeded $13 million last year, the 
fourth consecutive year of production 
over the $10 million mark, Manager J. 
N. Connacher announced at tle agency’s 
annual dinner. All was produced by 
full-time agents. 

The agency placed third among all 
branches on a combined life ard A. & 
H. basis and led the company in A. & H. 
volume. 

D. E. Kilgour, assistant general man- 
ager and director of agencies, presented 
President’s Club awards. J. B. Nettel- 
field, superintendent of agencies, pre- 
sented awards to agents qualifying for 
the honor roll. 





then and there. 
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Good selling habits are like a piece of cloth. They are cither 
strongly woven and can absorb considerable punishment 
before tearing, or they are loosely woven and delicate, and 


can take very little rough treatment. 


On the firing line, facing the prospect. the fabric of an 
underwriter’s selling technique is subjected to strain, and now 
and then it tears a little. But the high producer, the high 


earner, gets out his needle and thread and mends the tear 


Whether the tear is caused by 
discouragement, there is a needle and thread—wmore careful 
planning, more study of the job, better physical condition— 


which will make the cloth as good as new! 


Be ever alert to use your needle and thread! 


Insurance in Force — December 1, 1949 — $432,349,332.00 
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11 Home Office Men 
in Higher Posts 


he Penn Mutual Life has promoted 
Charles E. Rickards to vice-presiden 
and actuary; John M. Huebner to vice. 
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Rickards 


J. M. Huebner 


Cc. BE. 


president and supervisor of applications: 
Dr. Robert L. Weaver to medical dj. 
rector; M. Louis Johnson to executive 
assistant to the president; and Dr 
Daniel W. Hoare to associate medical 
director. 

Six additional junior officers also were 
appointed: Lawrence M. Bregy, as as. 
sistant counsel; James B. Copple, Jr., as 
assistant actuary; C. Clothier Jones, Jr, 
Wilkins S. Thomson and Albert W. 
McCuen as assistant supervisors of ap4 
plications; and W. Worcester Jones as 
assistant comptroller. 

Mr. Rickards graduated from Swarth- 
more in 1927 and the next year joined 
Penn Mutual's actuarial department. Hd 
is a fellow of the Society of Actuaries 
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Dr. R, L. Weaver M. L. Johnson 


He was appointed assistant actuary in 
1937 and associate actuary in 1945. 

Mr. Huebner was educated at Uni- 
versity of Pennsylvania’s Wharton 
school and its law school. He was ad; 
mitted to the Philadelphia Bar in 1935 
and joined the Penn Mutual law de} 
partment. He is a naval veteran. He is 
the son of Dr. Solomon S. Huebner, 
president of the American College. 
Formerly with New York Life 

Dr. Weaver graduated from Tutts 
Pre-Medical College in 1923 and from 
Tufts College medical school in 192%. 
After serving in the U. S. public health 
service he joined New York Life’s medi 
cal department in 1932 and was elected 
assistant medical director in 1944, and 
became associate medical director 0 
Penn Mutual in 1945. 

Mr. Johnson is a graduate of Swarth- 
more. He joined Penn Mutual’s actuar- 
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1930, associate actuary and director 0 
research in 1937, and in 1942 2nd _ vice: 
president and actuary. He is a fellow 0 
the Society of Actuaries. 


Lee to Talk at St. Louis 


ST. LOUIS—“The Philosophy 0 
Profitable Production of A. & H. In 
surance” will be the subject on which 
Christopher F. Lee, manager of the 
A. & H. department of Columbian Na 
tional Life, will address A. & H. Under 
writers of St. Louis Jan. 26. Mr. Le¢ 
is a member of the executive board 0 
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ALC Releases 
List of 45 State 
Vice-Presidents 


American Life Convention’s — state 
vice-presidents for 1949-1950 have been 
appointed. They are: Alabama, Col. 
William J. Rushton, president Protec- 
tive Life; Arkansas, Elmo Walker, pres- 
jdent Union Life of Little Rock; Cali- 
fornia, Howard J. Brace, vice-president 
and secretary Occidental; Colorado, W. 


f Lee Baldwin, president Security Life & 


Accident; Connecticut, Millard Bartels, 
vice-president and general counsel, Trav- 
elers; Delaware, Claude L. Benner, pres- 
ident Continental American; District of 
Columbia, Howard W. Kacy, 1st vice- 
president Acacia Mutual; Florida, S. 
Kendrick Guernsey, vice-president Gulf 
Life; Georgia, William C. Turpin, gen- 
eral counsel Bankers Health & Life; 
Illinois, Rollin M. Clark, 1st vice-presi- 
dent and secretary Continental Assur- 
ance; Indiana, E. Kirk McKinney, pres- 
ident Jefferson National. 


* * * 


Iowa, E. M. McConney, president 
Bankers Life of Iowa; Kansas, H. O. 
Chapman, president National Reserve 
Life; Kentucky, Morton Boyd, president 
Commonwealth Life; Louisiana, S. 
Goldman, general counsel Pan-American 
Life; Maine, Rolland E. Irish, president 
Union Mutual; Maryland, Stanford Z. 
Rothschild, president Sun Life of Bal- 
timore; Massachusetts, Byron K. Elliott, 
executive vice-president and _ general 
counsel John Hancock; Michigan, F. V. 
Cliff, president Federal Life & Casualty; 
Minnesota, H. P. Skoglund, president 
North American Life & Casualty; Mis- 
sissippi, Maj. W. Calvin Wells, vice- 
president and general counsel Lamar 
Life; Missouri, W. Ralph Jones, presi- 
dent and actuary National Fidelity Life; 
Montana, R. B. Richardson,. president 
Western Life; Nebraska, Miles Scheaf- 
fer, vice-president United Benefit; New 
Hampshire, John V. Hanna, president 
United Life & Accident; New Jersey, 
R. B. Evans, president Colonial; New 
York, Frederick D. Russell, president 
Security Mutual of Binghamton; North 
Carolina, Julius C. Smith, vice-president 
and general counsel Jefferson Standard. 


* * x 


North Dakota, Otto Haakenstad, pres- 
ident Western States Life; Ohio, 
George W. Steinman, president Midland 
Mutual; Oklahoma, Johnston D. Hill, 
president and treasurer Atlas Life; Ore- 
gon, Raymond R. Brown, president 
Standard of Oregon; Pennsylvania, Mal- 
clm Adam, president Penn Mutual; 
South Carolina, Francis M. Hipp, presi- 
dent Liberty Life; South Dakota, F. L. 
Bramble, president Midland National; 
Tennessee, Douglas Henry, general 
counsel National Life & Accident; 
Texas, W. C. McCord, president South- 
land Life; Utah, George J. Cannon, ex- 
ttutive vice-president Beneficial Life; 
Virginia, Paul C. Buford, president 
Shenandoah Life; Washington, D. M. 
Morgan, president Northern Life of 
Seattle; West Virginia, David W. Dun- 
dar, executive vice-president and treas- 
wer, George Washington Life; Wiscon- 
sin, James H. Daggett, president Old 
Line Life; Ontario, J. H. Lithgow, vice- 
president and general manager Manu- 
laturers Life; Quebec, George Bourke, 
vice-president and managing director 
Sun Life of Canada; Manitoba, H. W. 
Manning, vice-president and managing 
rector, Great-West Life. 


Elect in Western Mich. 
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Willis Settle, Hartford Accident, Grand 
apids, has been reelected president of 
Western Michigan A. & H. Assn. Vice- 
president is Louis C. Furniss; secretary, 
Kk. L. Ritanich, General American Life. 
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Non-Medical Life 
Policies Now 46% 
of Ordinary Apps 


Nearly half of all ordinary life in- 
surance policies on adults are now being 
written without medical examination, 
according to a survey of 25,000 applica- 
tions just completed by L.I.A.M.A. 

However, they accounted for only 
22% of the amount of insurance be- 
cause of their smaller average size. 

In a similar survey made in 1942 non- 
medical represented only 33% of appli- 
cations and only 17% of the volume. 

Life companies have had a satisfac- 
tory experience on non-medical, mortal- 
ity having been reported by several 
companies as equally favorable with that 
under examined policies. 





Feel Payroll Deductions 


Employes in New York state who 
will be covered by the temporary dis- 
ability benefits law have received noti- 
fication in their first payroll checks of 
the salary deduction which for employes 
cannot amount to more than six cents 
a week. The contribution is matched 
by employers and will be collected until 
next June to build up the fund from 
which payments to the sick unemployed 
will be made. 


Firms issued notices to their employes 
explaining the deductions to them, as 
did the workmen’s compensation board. 
Many of these firms coupled the an- 
nouncement of the disability benefits 
deduction with the notice of the social 
security tax increase from 1% to 114%. 

Some companies have designed. new 
employe payroll forms which indicate 
the deductions for disability benefits 
along with inceme tax, social security, 
group insurance and other withholdings. 


N. Y. Meeting on 


Preventive Idea 


NEW YORK — At a dinner here of 
philanthropists, doctors and insurance 
men the Health Conservation Founda- 
tion, a non-profit group devoted to pro- 
motion of preventive medicine, launched 
its initial effort to establish a New 
York lay committee. E. Burke Wilford 
of Philadelphia, engineer and philan- 
thropist, who has been working on this 
idea for more than 20 years, presided. 
He is president of the foundation; Dr. 
S. S. Huebner of the Wharton School, 
vice-president, and Paul Thomas, Phila- 
delphia business executive, secretary. 

Among those who attended the New 
York dinner were Dr. Harry E. Unge- 
leider, medical director of Equitable So- 
ciety; John Huebner of Penn Mutual; 
W. E. Schneider of the Institute of Life 
Insurance; Milton Goldberg of Equi- 
table Society; Dr. G. M. Wheatley, third 
vice-president of Metropolitan Life, and 
J. A. Strawn, Travelers agent at Phila- 
delphia. 


Clinics and Preventive Chairs 


The foundation has its organization 
established in Philadelphia. Initial ob- 
jective is to subsidize one or two clinics 
to provide examinations and establish 
chairs in preventive medicine at medical 
schools. Fundamentally the foundation 
aims at prolonging lives by health ex- 
aminations that will enable the indi- 
vidual to conserve natural resources 
rather than simply correct disease. One 
clinic already is in operation at Jefferson 
Medical College, Philadelphia. 

The New York meeting was to ex- 
plore how to get the medical profession 
and educational facilities to change from 
motivative to preventive care, how to 
get a large percentage of the healthy 
population to visit their doctors regu- 
larly, and how to perfect and pay for 
this service. 








Berlin. 


new names. 





Operation Vittles 


Of course you remember “Operation Vittles,” that 
dramatic episode during the American occupation of 


The United States Army solved a problem by using 
its Air Force to fly in food to the occupied zone, thus 
preventing starvation of the Berliners. Day in and day 
out, all day and all night our Army airplanes flew 
cargoes of food to feed the citizens and coal to warm 
them, thus winning an argument of the cold war. 


“Operation Vittles” makes you think of an operation 
every life underwriter has to think about and act on. 
Since he wants to continue as an underwriter he has to 
live for the present and, of course, for the future. He 
is dependent upon his prospect list for both his present 
and future selling. It is the bread of his job. He has to 
keep his prospect list stocked up, just as the United 
States Army had to keep the Berliners alive by flying in 
food and fuel through “Operation Vittles.” 


Day in and day out the underwriter has to —. his 
prospect list alive. Day in and day out he has to 
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Conn. Mutual G.A.'s 
Get Report on 
Results for 1949 


A new rate of 3.55%, after deducting 


investment expenses and taxes, was 
Lo oom @arned by Conn- 
t ecticut Mutual in 
1949 on its invested 
assets Peter M. 
Fraser, president, 
said at the general 
agents conference 


at Hollywood, Fla., 
this week. On the 
$120,642,489 new 
investments made 
during 1949, the 
grossratewas 
3.98% as compared 
with 3.88% for 
M 1948, 
nia New _ business 
paid for of $211,080,098 was $514 million 
ahead of 1948. Insurance in force in- 
creased $128,451,763 and stands at $1,- 
960,015,873. 

He said that mortality continued fa- 
vorable and $11,450,000 was set aside 
for dividends, up 144%. 


Starr Tells Seven Steps 


The seven steps in Connecticut Mu- 
tual’s advanced training program were 
described by E. A. Starr, assistant su- 
perintendent of agencies. These include 
the advanced underwriting section of the 
educational course; the advanced under- 
writing forums held every other year 
in all parts of the country; the “Ad- 
vanced Underwriter” for full-time 
agents; leaders’ round table meetings; 
field help on employe plans and _ busi- 
ness insurance cases or on cases in- 
volving special legal and tax considera- 
tion; home office consultant service on 
problems relating to actual cases on 
which special technical or legal tax ad- 
vice is needed; and an all-week advanced 
training seminar for general agents. 

Fred Lyter, superintendent of 
agencies, gave suggestions for the train- 
ing and development of supervisors. 


Barber Talks on Office Methods 


William P. Barber, Jr., secretary, ex- 
plained the trend in home office ex- 
penses and outlined some of Connecticut 
Mutual’s practices which keep down the 
cost of doing business. 

Leslie R. Martin, vice-president and 
actuary, explained the need for adequate 
reserves, saying, ‘‘our interest required 
on all of our reserves now averages 
2.81% and since we are earning about 
3.55% we have a margin of nearly three- 
fourths of 1% over our required in- 
terest.” 


Lauds Urban Real Estate 


Frederick J. Eberle, vice-president in 
charge of mortgage loans, said that even 
though urban real estate may experience 
sharp ups and downs it still retains a 
definite economic value and the company 
experience has been quite satisfactory. 

Other home office speakers were 
George F. B. Smith, agency vice-presi- 
dent, R. W. Simpkin, assistant vice- 
president, Clifford R. Walker, agency 
assistant:Horace R. Smith, assistant su- 
perintendent of agencies; and Vincent 
B. Coffin, vice-president. 

A number of general agents took part 
in the panels. 


AGENCY WINNERS 


The Hartford agency of Connecticut 
Mutual is the winner of the president’s 
organization trophy for the best organ- 
ization job for 1949. The presentation 
of a bronze plaque was made to Gen- 
eral Agent Ralph H. Love by President 
Peter M. Fraser. 

Plaques for the four runners-up went 

(CONTINUED ON PAGE 20) 
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ASSETS 
7247" 
INCREASE 


SINCE 


1933 


When a field force sings about 
the Rainbow of Happiness, you 
know that a sound company, 
with a sound plan, stands 
behind every man. Security for 
the prospect —security for the 
producer — that’s what the 
name, Life & Casualty, means. 


And the results of this program, 
under progressive management, 
are obvious when you see the 
financial results. 
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robinson crusoe 
would have it 
Balanced, Too! 


Granted enough human population on his 
island, Robinson Crusoe, wise man that 
he was, would have discovered the need 
for founding a Life Insurance Company. 
To achieve this goal, he would have had 
to find sufficient people in average 
normal health, a well-organized method 
for reaching them, well-spread 
investment opportunities, and a 
cheerful, efficient group of co-workers, 
While solving these problems he would 
have discovered that in Life Insurance. 
strength in one category must be 
supported by strength in the others... 
for smooth functioning demands balance. 
Fidelity is a well-balanced company. 




















The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 


of K. C. Life Retire 


Wood Arnold, senior vice-president; 
J. Frank Barr, vice-president and di- 
rector of agencies, and D. T. Torrens, 
chairman, have retired from Kansas 
City Life. 

H. H. Edmiston, investment vice- 
president, has been elected a director 
and a member of the executive commit- 
tee. J. L. Batchler, secretary and direc- 
tor, was elected to the executive com- 
mittee. 

Mr. Arnold joined the company in 
1911. His father, H. C. Arnold, was one 
of the men who in 1895 founded the 
company. He became assistant secre- 
tary in the real estate loan department 
in 1916, and vice-president in 1918. His 
son, C. W. Arnold, is vice-president and 
superintendent of agencies. 


Barr Joined Company in 1906 


Mr. Barr joined the company in 1906, 
after having been in the insurance busi- 
ness for 14 years as an agent. He was 
soon made Missouri supervisor and was 
given the Illinois territory in 1907. He 
became vice-president and superintend- 
ent of agencies in 1923 and a director in 
1937. 

Mr. Torrens joined Kansas City Life 
after having been a teacher and in the 
real estate investment business. Start- 
ing in 1920 as supervisor of investments, 
he became assistant secretary later that 
year, vice-president the following year, 
and president in 1937, serving until 1939 
when W. E. Bixby took over that posi- 
tion and Mr. Torrens became chairman 
of the board and of the executive com- 
mittee. 





W.O.W. Starts “Training 
the Trainer” Program 


OMAHA—tThe first of 20 schools of 
the Woodmen of the World’s 1950 
“training the trainer’? program brought 
20 assistant state managers and several 
newly appointed state managers to na- 
tional headquarters here for a four-day 
course in fraternal insurance recruiting 
and procedures. 

The course, which will be repeated 
for 19 similar groups of Woodmen field 
men during the year, is conducted by 
R. H. Abernathy, educational director, 
assisted by George Ling, actuary, and 
Daniel Hacken, assistant actuary, and 
national officers. 


-Brundage from regional superintendent 


Advances Four 


Mutual Benefit Life has advanced 
Robert B. Howe from assistant treas- 
urer to 2nd _ vice-president; John D, 


of agencies to director of agencies; Au- 
gust C. Hansch from assistant sales pro- 
motion manager to director of sales 
services, and H. Douglas Palmer to di- 
rector of agent training. 

Mr. Howe joined Mutual Benefit in 
1931. In 1942 he became a farm loan 
supervisor, and was named assistant 
treasurer, aS assistant manager in the 
farm investment division in 1946. He is 
an alumnus of Amherst College and 
Columbia University law school. 

Mr. Brundage went to Mutual Benefit 
in the sales promotion division in 1946 
after similar work at Bankers National 
Life. Hie graduated from Princeton and 
is a naval veteran. 

Mr. Hansch joined Mutual Benefit in 
1947 after being with an advertising 
agency. He attended Morris Junior Col- 


lege and New York University, and) 


served in the navy. 

Mr. Palmer joined the Mutual Bene- 
fit’s Flint agency in 1946. He acted asa 
supervisor at Flint and Philadelphia be- 


fore going to the home office in 1948 to/ 
take part in the agent training program. © 


He attended University of Michigan and 
is an army veteran. 





Mutual Boosts Early 
Coverage on Juvenile 


Reflecting improved mortality experi- 
ence, new juvenile policies at the young- 
est ages have been liberalized by Mutual 
Life, giving more protection with no 
increase in premium. The change does 
not apply in New York state or Canada, 
where statutory restrictions limit the 
amount of insurance payable on juvenile 
lives. Elsewhere, if the new contract is 
issued when the child is less than six 
months old, the $1,000 ultimate face 
amount is payable on death after the 
first policy year. Under 1949 policies 
the full $1,000 is payable only if death 
occurs after the third policy year. If 
the new contract is issued when the 
child is more than 6 months old, the 
full $1,000 is payable on his death at 
any time thereafter. 





Ray H. Larrabee has been appointed 
assistant manager of the Newark 
agency of Mutual Life. 











James A McLain, president of Guar- 
dian Life, was honored by his fellow 
officers at a luncheon marking his 30th 
anniversary with the company. Speakers 
included Vice-President John _ L. 
Cameron, who presided; E. P. Ruge, re- 
tired underwriting vice-president, who 
presented Mr. McLain his 30-year 
service pin; Dr. 
president and medical director, who ex- 
tended best wishes on behalf of the 
official staff; Frank F. Weidenborner, 
agency vice-president, who presented to 


McLain Marks 30 Years with Guardian 


M. B. Bender, vice-~ 


@ 
J. Elton Bragg 
(right), Guardian 


manager in New 
York City, presents 
to President James 
A McLain messages 
of greeting from 
members of the 
Guardian field, while 
Frank F. Weider 
borner, agency vice 
president, looks on 


Mr. McLain the field force’s production 
tribute of $2,950,000 of submitted busi 
ness, twice the corresponding figure for 
last year, and Mr. McLain, who ex 
pressed particular appreciation for the 
field force’s “tribute of friendship.” 

At a reception later, Mr. and Mrs. 
McLain were honored by Guardian’ 
combined service clubs. Numerous tele- 
grams and other messages of greeting 
were presented by Mr. Weidenborner 
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2 1 am agent at Grand Rapids, Mich. He led Mexico and northwestern Texas, with 
Columbus Mutual In D. A. Guglielmo Ne aed the field by writing 13 applications dur- headquarters at Albuquerque. Mr.! 
onto La. Deputy Commissioner ing all-star producers week. Runnerup Quist has been secretary of the Green, 
Quarter-Billion i ; was D. Merrill Ellis, Seattle, with 10 Bay Life Underwriters Assn. and for 
' D. A. Guglielmo has been appointed applications. Top producer by volume the past two years has been regional 
vanced) & F C t deputy insurance commissioner of Lou- for the contest was General Agent Roy vice-president of the Wisconsin Assn. 
-treas- | LQ- orce Uategory isiana to succeed G, Frank Purvis, who E, Pease of Sumner, Ia., followed by of A. & H. Underwriters. B.M.A. and 
Pie PKs ‘ : resigned last September to become as- C. G. B. La Ronge of Madison, Wis. Quist agency will be continued at the 
tenden In a whirlwind finish of a production sistant general counsel of Pan-Ameri- same location under supervision of 
es; Au-| drive in honor of D. E. Ball, president, can Life of New Orleans. Mr. Gugliel- . J Lawrence Garot. 
les pro- Columbus Mutual mo has been with the secretary of Pool Leads Lincoln Nat'l 
f sales Life wound up state’s office for nearly 20 years and F range a W.L —- 
- to di-§ 1949 by crossing was closely associated with Mr. Purvis p = sie oe consecu ate Pinel Na er 
the quarter-billion during his term of office. ‘ool ranks first among all Lincoln Na~- Commission Case Settled 
in) mark of insurance tional agents, and Mrs. Rose C. Erlach ia : ‘ 
nefit in so forte ——— of that agency again wins first place for Arthur G. Friese, Chicago broker, an- 
m loan} } aaa BPE agen- women agents, as she did in 1948. H, V. nounces that he has accepted a com- 
pcre goals aad i Kelly, Hesse, Greenfield Winfree, Jr., is Lincoln National’s sec- promise settlement from John Hancock 
in the cy ter-billi ‘ ond ranking agent for the year. All are Mutual and has dropped his suit in’ 
i ie } a  aecggs Led Mutual Trust Agents with the Norfolk agency. federal court at Chicago to collect some 
ge an ) § : : Four members of the agency qualified $10,000 in commissions in a group case 
Benefit ee BS sedher sald Papel ea ig) for the Million Dollar Round Table ig je a a woe posed ig 
in 1946, When Mr. Ball general agent at Newark, president; Wil- sig aoe errr i anal ie eh of "tha. laa cheanaaie Mr. 
Jational | joined the company liam N.. Hesse, general agent at New “The agency, headed by Ben Simon, Friese alleged that he had gotten Cinch 
ton and} it had only $1,754 D. E. Ball York, vice-president; LeRoy H. Green- é i Jati Manufacturing Corp. of Chicago up to 
000 of insurance in je Ee field, Brooklyn, secretary. ranks second among Lincoln National ; ra iad ith ne 2 
nefit in} force with only ; These are the top three men in the 8¢ncies in production for 1949. Petes soap nang 2 B "johaaall 
ertising| $157,326 of assets, By Dec. 31, 1949, it company. Mr. Kelly led the company a Boston broker,’ entered the case i= 
ior Col-} had grown to $250,044,302 in force and jin volume while Mr. Greenfield led all a cooperation with George Baldwin, Chi- 
9 i < 5 s ’ 
ty, and) $78,143,621 in assets. agents in the same category. The year B.M.A. Names Quist cago group manager of John Hancock. 
| In each of the five months of the was Mr, Greenfield’s first in the life Herbert A. Quist, operating the The case vas written and Mr. Friese 
1 Bene. | quarter-billion campaign the agency insurance Quist insurance agency at Green Bay, was not recognized in the deal. Mr. 
ted as a) force submitted more than $3 million of Mutual Trust’s Mr, All-Star Producer Wis., has been appointed manager by Friese declines to state the amount of 
phia be-) insurance, the total being $16,016,972. for 1949 is Truxton C. Case, general Business Men’s Assurance for New the settlement. 
1948 tof A “39’er” Club—in honor of Mr. Ball’s 
rogram.| 39 years of service—featured the cam- 
gan and’ paign and 39’er Club members will be 
‘entertained by Mr. Ball at a special 
_ luncheon during the Columbus Mutual 
> convention to be held in Columbus Feb. 
2-3. 
John C. Dexter, Columbus, qualified 
. | asa “Sth degree 39’er” and will receive 
Bee special recognition. “Third degree 
 ratual 39ers” were J. M. Lassiter of Norfolk, 
“ith y Va. and L. H. Rosenberg of Baltimore. 
weg There were 38 other qualifiers. 
Canada| E- E. Doty of Detroit led in_ the 
mit the) Campaign with $562,218 of submitted 
juvenile business. The Dexter agency of Colum- 
ntract is) DUS, was the leading agency with $1,- JANUARY 
than six} 999,400 of submitted business. I w 
ite face Mr. Ball went with Columbus Mutual 3.4 
fter the} as cashier three years after its founding, 10.1. 12.13 
policies’ after having been 10 years with the Ohio ye hee ¥ 4 
if death— department, which he joined in 1901 fol- 1 
year. Iff lowing graduation from Ohio State Uni- 
hen thef versity. He also served actuary, secre- 
old, the? tary and vice-president before becoming 
death at) president in 1930. He has stressed finan- APRIL 
cial soundness and today the company set eden dotted ed 
has $113 of assets per $100 of liability. 3 #5 6 7 
ppointed 10 17 12 «13 «14 1112-13 
Newark 17 18 19 20 21 18 19 20 
Install New L. A. Officers wc ith + i 
———__——— LOS ANGELES—Dr. Glen Davies + HOSPITAL » SURGICAL EXPENSE 
spoke before A. & H. Managers Club AUGUST 
of Los Angeles on “Socialized Medicine wre 
as Practiced in England.” His observa- 23 
tions came from personal experience 9 10 3 4 5 
under this plan, although he now is on 8 7 1 WW 12 
the staff of the Santa Monica hospital. Ne Lele 
He predicted that if the iabor govern- vs ti wah acta 
Bragg} ment is returned to power in the Feb- 
uardiat} tuary election insurance will be na- 
in New] tionalized. NOVEMBER 
presents} Walter E. Mast, past president of $ M twit 
it James} the club, installed the new officers: Presi- 
messages} dent, A. D. Foster, Hartford Accident; 2 * ar ‘ 4 ;. 1s 16 
g from vice-president, Harvey C. French, Glens as 2% 27 28 19 20 21 22 23 
s of Falls Indemnity, and secretary, Milton %, 25 26 
eld, while} L. Rose, Massachusetts Protective. Fol- 
Weider} lowing the installation President Foster 
mney vice} tamed W. E. Lebby, Massachusetts ‘ 
looks on. ey. and George Howell, Pre- @ Yours for the asking — 
lerred Accident, as diretors. ° " wo 
) The club adopted a resolution to be This 8// x II single sheet 
wat 0 Governor ae to pare intro- calendar, in two colors, 
uced into and passed by the interim ° 
session of the legislature a bill that would be ideal on “_ desk, 
-oduction} Wil give the insurance department and handy for quick refer- 
ted busi} UPervision over the hospitalization or- ence. Write to The Adver- 
igure for ganizations that are not under such his " blicati 
who ex-| Supervision and which have been dis- tising an Publications De- 
forte ee the pabiic. partment, The Prudential, 
Pi Mire Newark I, N. J., for your 
uardian’s| Prudential Sets Record free Prudential calendar. 
rous or Group life sales by Prudential set 
ened anew record for the business in 1949, 











acording to Edmund B. Whittaker, 
vice-president. Néw business was $588,- 
70,280, an increase of 67%. 
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KNOWLEDGE BUILDS 
CONFIDENCE 


A knowledge of life underwriting builds 


—Personal confidence in yourself and your 
career 


—Public confidence in your services 


Beneficial Life Underwriters believe ''knowl- 
edge builds confidence" and do something 
about it. Since the initiation of the Com- 
pany's voluntary Education Program in 
1938, a large majority of the field force 
have actively participated and completed 
one or more of the Company's study 
courses. 











George Albert Smith, President Salt Lake City, Utah 




















HOME 


where you hang your heart— the spot with 
its trials and triumphs — its pride and humil- 
ity — its secrets, its hopes and the unshake- 
able loyalty of people who stick together — 
the place of tangible and intangible treasures. 


If you are interested in guarding the intan- 
gibles of that home — a mother's time, the 
smile of a child, the sense of happiness that 
comes with the knowledge of being loved and 
protected, and build for yourself a profession 
second to none — get in touch with Peoples 
Life. They know the answers and you will find 
it pays to be friendly with 














” PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Indiana 


| | Frankfort 


Uses Reverse Market Analysis 
To Find Real Sales Problem 


Market research at all levels, institu- 
tional, home office, agency, and agent 
is an immediate need, Kenneth C, Fos- 
ter, superintendent of agencies of Pru- 
dential, said at the management confer- 
ence of Atlantic alumni of LIAMA. The 
broad national picture of three million 
births, two million marriages, and $5 bil- 
lion in new residential construction, the 
fact that 80% of all families have some 
life insurance but that only one out of 
every four people have been solicited 
in the past year, are figures that tend to 
distort the true perspective of the life 
insurance market, he said. 

The general statistical picture is so 
immense that “we have swooned into 
the belief that we possess for life insur- 
ance an insatiable market.” He said that 
a more practical approach would be to 
determine the market of each present 
agent and for each potential agent be- 
fore he is appointed and then add them 
all up to find the total actual market. 
“We would be working with units of 
measurement that we could understand 
and we would be talking about a par- 
ticular agent’s problem which is urgent 
as well as important,” he said. 


Basis of Agent’s Market 


The agent’s market is people joined 
together by one chain of circumstances 
or another—family, business, fraternal, 
recreational, religious, etc.—that enable 
an effective agent to move freely within 
a group and from one group to another. 
These markets are concentrated geo- 
graphically and are integrated by vari- 
ous relationships either social, economic, 
or by blood. They are large-need mar- 
kets, not single needs such as juvenile, 
and they have excess spending power. 

“Behind every policyholder the agent 
has created there is a richer market and 
his new client may hold the pass key,” 
he said. “But agent after agent will 
tip his hat and walk away from the 
threshold where he is already welcome 
and shovel his path to another door on 
which there is only a large cold ques- 
tion mark. Our problem is to help new 
and experienced agents to find their 
particular market and develop it.” 

He mentioned a minimum of five cen- 
ters of influence and a market list of 
100 prospects for all new full-time agent 
appointments and said that the use of 
these requirements should be carried 
out in spirit and not merely to satisfy a 
technical requirement whose violation 
cannot be detected at the home office. 


Six-Month Check-Up 


Prudential now takes the initial 
market report, and after the agent has 
been with the company for six months, 
returns it to him and asks that he in- 
dicate on it the number of policies and 
amount paid for on the lives of anyone 
listed on it. For the last 100 agents 
studied, the yield from the initial mar- 
ket report, expressed as a fraction of 
the agent’s total production, indicated 
that they secured a little less than one- 
half of their business from people listed 
on the report. But the average num- 
ber of persons sold was only five, al- 
though the average size policy was 
favorable. Several conclusions could be 
drawn from this result, he said. Either 
the agent didn’t understand what a pros- 
pect was when he made up the report, 
not having yet come into the business, 
or perhaps it might be that an agent 
with five or 10 good names may add an- 
other 90 or 95 meaningless ones to 
reach the requirement of 100. 

“We might get just as good results if 
we asked agents for 10 names,” he said. 
It may be that the six-month period is 
not sufficient to allow the new agent 
to develop the market which he assumed 
was his, he said. The initial market of 
some agents is so good that after a call 
or two the agent or supervisor may 
learn that he cannot be equipped to 
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exploit it properly during his first six 
months. 

He described the application of the 
survey of the agent’s last 10 paid cases 
but warned that because people tend to 
remember the exceptional case, the cold 
canvass sale may be recalled while the 
other three sales made through a friend 
of a friend of his may be forgotten, 
The agent may forget the methods that 
have proved most valuable to him in the 
past. The supervisor can only help if 
he has the actual facts to work with, 
- the fancied ones the agent remem- 

ers. 


Check Range of Buyers 


It may turn out, for example, that 
the agent is working with a group whose 
annual income is not conducive to 
larger average-size policies. Policies sold 
in the home are smaller than those sold 
in the office during business hours. Pru- 
dential checks the age range of buyers 
to see if the agent is reaching down not 
more than five years and up 10 years in 
his selling. “We check the amount of 
life insurance previously owned in our 
own and other companies. We find that 


working among prospects who own life ( 


insurance tend to buy larger policies 
than those who do not.” A check on 
buyers’ income sometimes helps encour- 
age the agent to reach up into higher 
brackets than his own. Checkup on re- 
ferred leads shows up the extent to 
which the agent is developing “nests” 
of business. 


Two-Way Research 


Prudential in cooperating with 
LIAMA in its buyers’ study is inter- 
viewing the policyholder and the agent. 
The policyholder reveals his reasons for 
buying the insurance. The agent reveals 
why he thinks the policyholder bought. 

“We would like to know the influence 
of advertising on the policyholder, the 
degree of his association with the agent, 
how well he understands insurance 
terms, policy provisions and the like,” he 
said. “From the agent we will learn 
what sales techniques were used, the 
number of interviews held and _ con- 
siderable other data which we may 
weigh in the light of information se- 
cured from the application and from 
the policyholder himself.” 

The survey is not yet completed, but 
its two-way analysis is expected to pro- 
duce some worthwhile results. 





D. C. Managers Elect 


J. Hicks Baldwin, New England Mt- 
tual, has been elected president of the 
Washington General Agents & Man- 
agers Assn. Other officers are Laurence 
W. Brown, Jr., Reliance Life, vice- 
president; C. Carney Smith, Mutual 
Benefit Life, secretary-treasurer; and 
Claude A. Cook, Equitable Society, 
Raymond H. Godine, Continental Amer- 
ican, J. Mitchell Owens, John Hancock, 
and Chester R. Jones, State Mutual, 
directors. 

The association plans to conduct a 
17-week round table in agency manage- 
ment starting the third week in Janv- 
ary. 





Company’s First Millionaire 


C. Gale Baker, 
general agent for 
Pacific National 
Life at Boise, has 
become the first 
representative of 
Pacific National to 
pay for $1 million 
of insurance in a 
calendar year. His 
production 
also qualified him, 
for the Million 
Dollar Round 
Table. 





Cc. Gale Baker 
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Companies Compete 
Strongly for Long 
Island‘s Market 


One of the fastest growing areas in 
the country for life insurance sales is 
suburban Long Island particularly Nas- 
sau and Suffolk counties. The popula- 
tion has grown more than 50% in the 
last 10 years with most of the expan- 
sion taking place since the war. 

Life companies have acted in differ- 
ent ways to sell and service the popu- 
lation in the new area. Some have 
opened offices as agencies in Hempstead 
with units in outlying towns. Others 
have expanded offices to take care of 
the area. Many New York and Brook- 
lyn agencies have branches or districts 
on Long Island. 

The population of the two counties is 
estimated to be near 670,000, double 
what it was before the war. Population 
is growing faster than transportation 
and. municipal and other services can 
be developed to take care of it. Some 
25,000 houses were built in 1949 as well 
as numerous large apartment develop- 
ments. Levittown, where 25,000 people 
live, will increase to 35,000 by spring. 
Four years ago it was an empty roll- 
ing field. 


Vast Housing Expansion 


Though the large housing projects 
receive most attention, the real growth 
on Long Island can only be seen by 
driving off the main highways through 
the numerous small developments or 
in areas where there are single homes. 
These small building operations for the 
most part are out of sight. 

One company opened an agency in 
Hempstead four years ago. It has 
grown to a staff of about 100 agents 
scattered all over the suburban part of 
the island. It is one of the fastest grow- 
ing agencies in the entire company. In 
addition many agents of New York City 
and Brooklyn agencies live in suburban 
Long Island, and accomplish much of 
sales work there. 

The expansion is not in residences 
alone but has occurred in industry and 
in stores, gas stations, etc., to service 
the new residents, Of the vast amount 
of new construction four out of every 
five homes are single family dwellings. 
Six of 10 dwellings in the area are 
owned by the inhabitant. A passenger 
automobile is owned by each of every 
3.2 inhabitants. Family income is said 
to be 20% above the national average. 

Though experienced agency men 
point out that the expansion has not 
taken place over night, they all indicate 
surprise at its growth and predict an 
even greater expansion of life agency 
activity in the area. 


Bricker Is Scheduled 


COLUMBUS, O. — U. S. Senator 
Bricker is the speaker at the annual 
banquet of Insurance Society of Ohio 
State University Friday. Guests will 
include Columbus insurance men and 
officials of O.S.U. business school. 

The insurance society, recently or- 
ganized, is made up of commerce col- 
lege students who are majoring in in- 
surance. Morgan Gallagher, Springfield, 
0., is president. Faculty adviser is Ed- 
win S. Overman. 








Stefan Hansen is 
now head of the 
substantially ex- 
panded group de- 
partment of the 
Great- West Life. 
Mr. Hansen re- 
tains his title of 
group actuary. 
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“Unottficial” Exams 
Again Becoming 
Competitive Factor 


“Unofficial” medical examinations are 
being permitted again by some compa- 
nies. Their competitors don’t like it, 
as they see in it the danger of repeti- 
tion of slipping through borderline cases 
but they realize its competitive power 
in dealing with some applicants. 

Some years ago it used to be common 
practice for a medical examiner to con- 
sider that an examination was not offi- 
cial if it was adverse to the applicant. 
The applicant paid the examination fee 
and it was just as if he had gone to 
his personal physician for a check-up as 
far as insurance company records or 
those of the Medical Information Bu- 
reau were concerned. 

During the depression of the 1930s, as 
mortality got worse, particularly on 
large cases, companies generally forbade 
the unofficial examination, They direct- 
ed their examiners to report the results 
of all examinations they made. Of 
course, there was nothing to stop an ap- 
plicant from having an examination 
made by another physician before the 
official medical examination but there 
could be no guarantee that the insurance 
doctor might not find something that 
the earlier examination failed to dis- 
close. 

No very great percentage of appli- 
cants are so close to the line of insura- 
bility that they will be uninsurable one 
day and insurable a few hours later, but 
when these cases do occur, they are 
often for substantial amounts of insur- 
ance. The practice of unofficial exami- 
nations also lends itself to an appli- 
cant’s getting himself groomed for an 
examination, since he can try the test 
any number of times and be officially 
judged only by the one when his con- 
dition was good enough to get him by. 


LIAMA Booklet Tells Agent 
How to Organize His Work 


_ “Help Yourself” is the title of a new 
L.I.A.M.A. booklet designed to guide 
agents in organizing their work. It is 
based on the experience of leading pro- 
ducers. It aims to show an agent why 
organization of his job is necessary and 
how he must plan ahead to utilize his 
time efficiently. 

“Organize Your Money Needs,” the 
first chapter, discusses, besides a simple 
budget, a long-range plan for financial 
accomplishment. The next three sections 
are devoted to organization of work 
habits, of prospecting and of record- 
keeping. Practical examples of how suc- 
cessful life insurance men attack these 
problems are given. 

“Organize Your Outside Activities” 
deals with the value of finding time for 
civic work as well as for life underwriter 
association activities. The final area of 
the agent’s job treated is self-improve- 
ment. An introduction which points out 
the benefits to be derived from, following 
a well-organized work plan, and a sum- 
mary complete the booklet. “Help Your- 
self” contains 75 pages and is illustrated 
with cartoons. It was distributed as part 
of “Manager’s Handbook” for Decem- 
ber. It was written by Kenneth L. An- 
derson, senior consultant. 


Provident L. & A. Writes 
12,500 Tenn. Employes 


The state of Tennessee has selected 
Provident Life & Accident over 12 other 
bidders to cover 12,500 state employes 
for group life, medical and _ hospital. 
J. Walter Bishop, Jr. general agent 
for Northwestern National at Chatta- 
nooga, is the agent. The plan is paid 
for entirely by the employes and _ in- 
cludes $1,000 life insurance, $246 maxi- 
mum hospital benefits for each confine- 
ment and surgery fees for employes 
and dependents as provided for under 
the new Tennessee Medical Assn. 
schedule. 
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GREAT SOUTHERN 


INSURANCE COMPANY 


HOME OFFICE 








LET’S NOT SHACKLE 
OUR PROGRESSIVENESS ! 


No one disputes that, individually and collec- 
tively, the people of this nation are far better 
off than those of any other country. Some 
people, however, seem to have forgotten how 
we achieved this envied position. 


The tremendous progress and advancement 
which has been made, is the result of the indi- 
vidual's freedom of choice to develop his capa- 
bilities to the maximum . . . to reap the financial 
rewards of such development . . . and to build 
security for himself and his own in accord with 
personal needs and ability. 


The career life underwriter is symbolic of the 
cause and the effect that together have become 
known as the American way of life. Through life 
insurance he brings financial independence to the 
provident. He leaves money to pay off the mort- 
gage ... to educate the children . . . to comfort 
the widow . . .to provide security after working 
years are over. He is both promise and fulfill- 
ment to those who refuse to accept the shackles 
of a regimented level of subsistence. 


Of such as these are Great Southerners... 
schooled, trained, dedicated to the preservation 
of our progress and prosperity through a finan- 
cially independent and self-reliant citizenship. 


HOUSTON 1, TEXAS 
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Broad Is The Coverage— 


under Western’s Family-Happiness-Plans. They include the agent 
as well as the agent’s client. 

Plan 1 is for the Buyer and his Family. Its value is proven by the 
production record, which anyone can check. 

Plan 2 is for the Fieldman and his Family. Its value is best proven 
by the way Fieldmen stay with Western. 

Any Western Life Fieldman will always talk about either plan— 
how the one works for his client and the other for the Fieldman 
himself. 

A few openings for general agents in California, Oregon and Wash- 
ington, Montana, Idaho, Utah, Nevada. 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 MONTANA 


HELENA 


Pinte a Oee. eS $ 35,000,000 
Insurance in Force — Over......... 168,000,000 
R. B. RICHARDSON LEE CANNON 


President Agency Vice President 








Agency Vice-president Opening 


If you have the “stuff,” you probably can get a similar 
position in one of several companies. However, ours is 
not the ordinary deal. 


We are a moderate size, mid-western Stock Company, 
clean all the way through, and with no relatives who 
have first place regardless of how well you do. The man 
we select comes in on a partnership basis. 


We want a man preferably between 33 and 38. He must 
have a good record in Agency work, either as a General 
Agent or in the Home Office. 





All in all, we want a top-grade man in all respects; and 
our opening as to salary, position and opportunity fully 
measures up to this requirement. 


If you feel you qualify and would like to be considered, 
write fully in complete confidence. 


Box Y-15 

The National Underwriter 
175 W. Jackson Blvd. 
Chicago 4, IIl. 














Great-West Ups 
2 Agency Officers 


Great-West Life has promoted C. C. 
Martin, formerly superintendent of 
eastern agencies, and J. B. Nettelfield, 





Cc. C. Martin 


J. B. Nettelfield 


assistant superintendent of agencies, to 
superintendents of agencies. Mr. Martin 
will continue to direct agencies in east- 
ern Canada and in Michigan, with head- 
quarters in Toronto. Mr. Nettelfield’s 
territory will be western Canada and a 
portion of the United States, with head- 
quarters at the home office in Winnipeg. 

Mr. Martin joined Great-West in 1932 
as manager at Toronto, leaving the com- 
pany for a short time in the early 1940s 
to be superintendent of agencies for 
Northern Life of Canada and returning 
to Great-West in 1946 as superintendent 
of eastern agencies. He has served as 
chairman of the agency officers section 
of the Canadian Life Officers Assn. 

Mr. Nettelfield has been with Great- 
West Life since 1935, except for five 
years in the army. He has been agent, 
supervisor, manager in both Toronto and 
Montreal and assistant superintendent 
of agencies. He is a C.L.U. 


Mutual Benefit’s Production 
for 1949 Was $224 Million 


Mutual Benefit Life’s production of 
life insurance for 1949 totaled $224,040,- 
086 as against $229,195,859 for 1948. 
However, it was 22% more than the 
average yearly production for the last 
five years and more than double the 
1942 figure. 

The Otto agency, Detroit, led for the 
second consecutive year and the Stotz 
agency in Grand Rapids was second. 

Sidney Weil, led the President’s Club 
in 1949 for the second year running and 
the sixth time he has led the company. 
In second place was M. M. Matson, 
Cleveland, who has been company lead- 
er several times. For the third consecu- 
tive year, leader in lives was K. Eugene 
Robinson, Elizabethtown, Ky. Charles 
E. Hodgman, Detroit, several times 
leader in lives, ranked second in lives 
for 1949 as he did the year before. 


Volunteer Ups Harrison 


Volunteer State Life has promoted 
T. B. Harrison to superintendent of 
agencies, a newly created position. He 
was formerly district supervisor and has 
been with the company since last April. 
He is a graduate of the L.I.A.M.A. 
school and Babson Institute. He was 
formerly with Standard Life of Missis- 
sippi, having started as an agent and 
working up to executive vice-president. 








N. J. Trust Council to Elect 


Life Insurance & Trust Council of 
North Jersey will hold its annual meet- 
ing at Newark Jan. 25, preceded by a 
cocktail party and dinner. Dr. William 
A. Irwin, economist of American Bank- 
ers Assn. will speak. 


Newark C.L.U. Hears Marks 


The Newark C.L.U. chapter held a 
luncheon meeting at Newark Jan, 18 at 
which David Marks, Jr., of Freid & 
Marks, general agents in New York 
City for New England Mutual Life, 
spoke on “Pension Trusts.” 





Stresses Power of 
National Advertising 
of Life Insurance 


Through advertising in national mag- 
azines alone, not counting that in news- 
papers and over the 
radio — American 
people _ received 
over 50 million im- 
pressions of life in- 
surance in the first 
eight months of 
1949, according to 
Margaret Divver, 
advertising mana- 
ger of the John 
Hancock, who ad- 
dressed a_ regional 
sales congress at 
San Francisco. 

Referring to radio 
advertising by life 
insurance companies, Miss Divver 
pointed out that a survey of one week 
last October showed that men, women 
and children in close to 10% million 
radio homes heard seven national radio 
broadcasts sponsored by life companies, 
“And what is more important,” she em- 
phasized, “they heard at least one radio 
commercial on each of these programs. 

“Perhaps because the intangible na- 
ture of life insurance has offered such a 
challenge to the copywriter’s art, the 
advertising of life insurance companies 
stands out for its quality and effective- 
ness,” Miss Divver stated. “Frankly 
I know of no product advertised which 
draws on such a wide variety of ap- 
peals.” 

Miss Divver outlined the themes of 
life company national advertising and 
showed how well it has competed with 
the advertising of products which make 
much larger expenditures in advertising. 


Has Done Outstanding Job 





Margaret Divver 


Miss Divver observed that, consider- | 


ing how life insurance advertising has 
met the competition of more glamour- 
ous and more transient possessions, it 
has done an outstanding job. Said she: 
“If men wore their consciences outside 
as they do their lodge insignia or their 
new sports jackets, they would be a 
better advertisement for life insurance 
than anything we ever could write. That 
conscience is the ingredient which 
doesn’t show in life insurance advertis- 
ing, but which strengthens its force a 
thousand-fold.” 

Dr. Dwayne Orton, director of educa- 


tion International Business Machines 
Corp.; E. Richard Turpin, manager 
field training of Prudential, Los 
Angeles; Frank FE. Marsh, executive 


vice-president San Francisco Bay Area 
Council; Harold J. Cummings, presi 
dent Minnesota Mutual; Grant Taggart, 
California-Western States, Cowley, 
Wyo.; R. Edwin Wood, Phoenix Mu- 
tual, San Francisco, and B. N. Wood- 
son, vice-president State Life of 
Indiana, also spoke. 

William H. Hardy, West Coast Life, 
president of the San Francisco associa- 
tion, opened the morning session and 
F. W. Dedman, New England Mutual, 
president Oakland-East Bay associa- 
tion, was chairman in the afternoon. 

There was a luncheon on an m- 
formal basis with special entertainment 
under the direction of Kearney Walton, 
San Francisco general agent of Phoenix 
Mutual. 

General chairman of the congress, 
which was expected to attract between 
750 and 1,000 was Ray Deston, Saf 
Francisco general agent of John Han- 
cock. 





LIAMA Proceedings Issued 


L.I.A.M.A. has issued the proceedings 
of its 1949 annual meeting at Quebec. 
The association has long made it 4 
point to send out the proceedings 4s 
soon as possible after the meeting, feel- 
ing that some of the value of the re 
port is lost if it is long delayed. 
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OBSERVATIONS 





Longevity Offsets Divorce Rise 


Contrary to popular belief, disruption 
of family life in the United States is less 
frequent today than it was 60 years ago, 
according to the statisticians of Metro- 
politan Life. This is because the drop 
in the number of families broken by the 
death of either husband or wife has 
more than counter-balanced the upward 
trend of divorce. 


Getting, Spending a a Pension 


Kidder, Peabody & Co., New York 
Stock Exchange firm, tied in one of its 
newspaper advertisements recently with 
the pension interest. It plugged pur- 
chase of shares of electric utilities and 
said: “Corporate pensions are the sub- 
ject of the hour. What about your 
personal pension plan?” It then went 
on to point out how investment in 
stock could earn yields averaging 6%. 
A Florida real estate firm recently 
advertised that a $100 a month pension 
would last much longer under living 
conditions in the south. It suggested 
buying a home before retiring and using 
pension proceeds where fuel and cloth- 
ing bills are not as high as elsewhere 
in the country. 


House Organs Expand Scope 


Company house organs are paying 
more attention to articles which inform 
agents and others in the field force of 
aspects of the business other than sell- 
ing. Finance officers, and_ treasurers, 
for example, are writing articles telling 
what is done with premiums once they 
arrive at the home office. Stories de- 
scribing where the policyholders’ funds 
are invested and the part they are play- 
ing in the national economy are appear- 
ing in increased numbers. Some at- 
tention has been paid to the legal and 
congressional investigation problems of 
the business. Ordinarily house organs 
concern themselves with sales point- 
ers, production record stories, under- 
writing suggestions, personal items 
about company personnel, etc. Pre- 
sumably the plan is to give agents a 
more rounded view of the business and 
prepare them to explain more of its 
activities. 


Insurance "50 Grads' Best Job Bet 


The best opportunities for 1950 col- 
lege graduates are expected in the in- 
surance and merchandising fields, which 
anticipate only small decreases in em- 





ployment, according to a survey made 
by Dr. Frank S.' Endicott, director of 


Northwestern University’s placement bu- 
reau. Other lines of business face a 
sharp decline in employment prospects. 
Dr. Endicott said the downward trend 
in employment requirements was due 
to the fact that the post-war expansion 
programs of most large companies were 
practically completed. Present hiring 
isnow mainly on a replacement basis. 





Allen Authors Insurance Smear 


Don’t let the facts stand in the way 
of a good story seems to be the philoso- 
phy of Robert S. Allen, author of “Our 
Sovereign State,’ a new book filled 
with criticisms of the New York leg- 
lature. Generally, the author charges, 
the legislature is dominated by insur- 
ance companies and their lobby, a lobby 
which is supposed to be strong enough 
to forestall any legislation adverse to 
insurance whether it is sponsored by 
any other business or labor group. 
he insurance department is also said to 
consist generally of lackeys of the in- 
surance interests. Distortions in the 
ook are so obvious to informed indi- 
viduals that they provide laughs. Un- 
fortunately, some people will be- 
lieve what he said in the book without 
packing. 





Z. Willard Finberg, : manager Great- 
West Life at St. Paul, has again quali- 
ad for the 1950 Million Dollar Round 
able. 
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Education Group Launches 
Post-Doctorate Grants 


The S. S. Huebner foundation for 
insurance education is renewing fellow- 
ship and scholarship awards for the 
1950-51 academic year and is for the 
first time establishing post-doctoral fel- 
lowships. 

Grants will range widely in value, de- 
pending upon the qualifications and cir- 
cumstances of the applicant. The basic 
pre-doctoral grant for a non-veteran, 
covering a two-term academic year has 
however been set at $2,000, and the 
scholarship grant at $600. Post-doctoral 
grants will be somewhat larger but the 
exact amount in any given case will be 
governed by a number of factors. Other 
aid may be given in connection with re- 
search projects or to meet special situa- 
tions. A candidate for either a fellow- 
ship or a scholarship must have at least 
a bachelor’s degree and in addition will 
be required to certify his intention to 
follow an insurance teaching career. 
Names of successful candidates will be 
announced in April. 





18,500 Glassworkers Win 
Seniority-Based Pension 


Pittsburgh Plate Glass and Libby- 
Owens-Ford have signed an agreement 
with the CIO glassworkers covering 
18,500 employes with  seniority-based 
pensions ranging from $60 to $125 a 
month at 65 and increased A, & H. and 
hospital allowances. The pension agree- 
ment is based on continuous service 
from 15 to 50 years. Those who have 
been with the company for 15 years 
would receive the minimum of $60 at 
age 65. Employes with 15 years con- 
tinuous service to 65 are given a pension 
on the basis of $4 a month for each year 
of service. Those with more than 25 
years service are given $1 a month extra 
for each additional year. 

The employe who becomes totally dis- 
abled after 15 years continuous service 
and prior to age 65 may have a pension 
equal to three-quarters of retirement 
pension with benefits refigured at age 65. 

The group A. & H. coverage on the 
employes has been increased from $15 to 
$26 a week for 26 weeks. Hospitaliza- 
tion and surgical provisions have been 
revised to give each married employe up 
to $3 a month and each single worker up 
to $1.50 a month to apply on payment 
of varied local plans. Former allow- 
ances were $2 and $1. 





Rule on Agents’ Status 


The supreme courts of Ohio and 
Idaho have recently decided that com- 
mission-compensated life agents are not 
covered by state unemployment com- 
pensation laws. The Ohio involved 
American Life & Accident of Kentucky. 
The Idaho case involved Pacific Na- 
tional Life. 





Kaufman Leads Again 


Nate Kaufman, general agent for In- 
dianapolis Life at Shelbyville, was hon- 
ored by the company at a luncheon for 
leading the company in paid business 
for 1949. It was his seventh consecutive 
year of leadership. He also led in paid 
premiums and the agency ranked first 
in volume and premiums. 





Raymond “5S. 
Maechtel, whose 
appointment as 
pension. research 
manager of Home 
Life of New York 
was reported in 
last week's issue, 
has had a_ broad 
experience in life 
insurance, having 
most recently been 
assistant manager 
of the company’s 
Evans agency in 
New York City. 





R. S. Maechtel 














THE LAST HALF 
OF THE CENTURY... 


The first half of the 20th Century 
saw buggy whips replaced by piston 
rings, travelers soar into the air, 
the passing of button shoes, bustles, 
and coal oil lamps, . . and countless 
other innovations. 


It also witnessed an amazing ad- 
vancement of Life Insurance in 
America, to the point where the 
majority of American people now 
rely on Life Insurance as the very 
foundation of their future security. 


We move into the second half of the 
century dedicated to greater service 
to the self-reliant American public. 
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ciple of then western manager for the eld Provi- SHOW 1949 INSURANCE RESULTS 
and the dent Life & Trust Co. Clement had 

ete lived in River Forest, Ill, for many 

oul to — = years. a New Bus. 1949 Inc. 1948 Inc. 
ae. OTIS E. STUART of Mission, Tex., ADELAIDE BERRY SMITH, wife of Farm Bureau, Ohio ............ 75,899,368 68 710,080 47645,861 46 501,907 
oactive |, died there. He was vice-president and Clarence D. Smith, supervisor of the j}jdelity Mutual, Pa. 22.1... )2./°7° Geeiteas Gadaeeis | sacseneae | fen020e8 

: Aid- i if Bean agency of John Hancock in Chi- Jefferson Standard ............... 135.336.7721 125.903 66: 72'477'799 «22 908 aE 
soneiee director of Mid-Continent Life ot coun dian at “Aubaataan Teeuital Gal. TlneTeon Dennen 35,336,772! 125,903,663 73,477,722 73,223,754 
i Oklahoma City, and a brother of R. T. 50, ee ae ae Psd tk i- Minnesota Mutual .. 136,158,210 133,109,626 67,559,955 73,947,812 
licatin e ’ f th $ cago, of injuries suffered in an automo- YNutual, Canada? ... 128,931,609 112,681,980 95,876,228 84147525 
"8 Stuart, president of that company. bile collision near Terre Haute, Ind., on National, Vermont 100,787,479 108,835,653  62:142/938  69'774.697 
npanies ARTHUR M. WATSON, 62, asso- J2@”- 2 Pan-American ..... 90,943,054 66,503,645 4910737879  34.899'436 
; x om arv?): 299 = » 9 9EN ¢ ” 
1 under ciate general agent for American Mutual the visetaeteattee ama te aitekes pe Shy MGSVIGNGS ioc cunscisveeeeds 40,838,405 41,196,244 11,260,907 14,414,709 
Life at Oakland, Cal., died there. He Life of Georgia, died at her home at ‘Includes 8,734,241 for family income issued prior to 1949 but not shown in the 

1 was in the insurance business at Des Atlanta. amount i force until 1949. edie tine ane 
sly was / > — gures are on a gross basis bu s company publishes its new and in 
editall —- a oo ot force figures for reassurance ceded. ’ . 

oage, *y 5 5 : —— ee 
rs con-— to California two years ago. Strengthening Employe : 
re dis) ) FERNANDO C. PARKER, 76, for- Fund OK on Tax Angle To Index A. & H. Papers Martineau at Buffalo 
lay de-| mer chief examiner of the Michigan Bip a A A special committee has been set up Walter F. Martineau, executive vice- 
couple 4 department, and a long-time member of ee a Lhe tax court by Bureau of A. & H. Underwriters to President of Companion Life and former 
ouple | the examining staff, died at Detroit. He p Tuled that Weil Clothing Co., St. index the papers presented at the bu- New York deputy superintendent, ad- 
original | had retired from active service in 1945 psp peg! deduct its Papas ina Of reau’s annual meetings, underwriting dressed a luncheon meeting of the B. F. 
; news| after having served in the insurance de- 2,000 to that ae s employes am forums and educational seminars for Helmbrecht agency of Mutual Benefit 
atment, partment sven 1921 and having been a iis oer rs ga B a distribution to members. The review & A. at Buffalo with more than 
| state employe since 1905. conibution for 1943. ine 812,000 was will include all committee reports and 100 attending. 
= EDWIN G. MERRILL, 76, retired held deductible as an ordinary and special studies of the bureau. He said the states have done a re- 
chairman of Bank of. New York and mecessary business expense paid that Ray L. Hills, Great American In- markable job in| supervising insurance 
Fifth Avenue Bank, died in New York yTT, : 1 ’ ae demnity, is chairman of the committee, 24 rapped the “concentrated drive by 
City. He was chairman of the U. S. ; a Pris . ae commussioner which includes Albert E. Haskell, Aetna certain congressmen to create federal 
———— | board of Atlas Assurance and was in had determined a deficiency ol $10,691 Life, and John F. Lydon, Ocean Acci- control. 
rd, and} 1920-22 the last president of New York 1 excess profits tax for 1943 and dis- gent. 
it om Life soreness & bios oe com- ei ia psec oy pi ry hing pion ae Up and Up She Goes 
on the? pany did almost exclusively a trust P/Oyes ass n vided sick = an¢ A bill has been introduced in the 
' company business but had a few life disability benefits, medical aid, burial Sales Course at Salt Lake lower house of the New York legisla- 
of pub-| policies in force. It never had an €Xpenses, group life, A. & H., ete. International Assn. of A. & H. Under- ture to extend the temporary disability 
tion, is) agency force, not thinking there was Authorized by Directors peaeneatg has ansounced plane for a eales benefits law to employes of small firms 
gz from| sufficient market for life insurance in Wek & ; " course at Salt Lake City Feb. 20- and to extend the benefits to 26 weeks 
ed him} when it decided against it about the ne feil directors authorized the March 3, promoted and arranged by from the original period of 13, to reduce 
meet-| time of the Civil War. It was absorbed additional contribution. The commis- Utah A. & H. Club. Registrations may employe contributions and include preg- 
o work) in 1922 by Bank of New York. sioner said it would be treated as a_ be made with A. Harry Good, Salt nancy benefits. 
e office.’ A. U. LANDRUM, former general capital investment, as its benefits to em- Lake City, or the International asso- —————————— 
| ° ° > 5S " pe z eT a 2) ee 
monthél asent of Pan-American Life at Okla- ployes are not confined to the taxable ciation office at Chicago. . 
ill time. . City died there. He had been tr ea iP ey a i ae onvention Dates 
general # in ill health since a heart attack in 1944, SUDSequently hired. It was shown tha ° 
hci and RICHARD F. HUDSON, 36. pay Weil employes feared their association’s Company Officers Feb. 13-16, Institute of Life Insurance 
LL. @ ster for Prudential at the lous dl Senesye WER ROt Rige. eRauml. tO: ee) nome Oyaaas ey ne eet ens 
ads ° ma a] e omc * : * aed nois, rbana. 

Frank for 40 years, and well known in ama- obligations and that the employer said Feb. 13-15, H. & A. Underwriters Con- 
a deer) teur athletics in New Jersey, died at it would be a good business move to ference, midyear, Drake hotel, Chicago. 
nagging his office 7 ys make the extra contribution in order ecuten <0-3%) — nee, ring 

‘ . 7 Pr. ce, +l. A.M.A., Lagewate e€ac 
prize, a WALTER L. MICHENER. 7s. { to put the reserve on a sounder basis, hotel, Chicago. 

; . NX, “5, TOr- although it was indicated the fund would March 21-24, National Assn. of Life 
mer general agent of Provident Mutual not be as large as it should according Underwriters mid-year, Oklahoma Bilt- 
——=f in St. Louis, died at Philadelphia. He to actuarial statistics. “= te egg er City. 
i _ had just completed 62 years with Provi- tHMm™7_unnt 
imeS/ dent. He started in the home office and April 27-29, Midwest Management Con- 
Jtah A.) left 16 years later to become co-general Caravan at Santa Barbara ference. Freneh Lick Springs, Ind. 
4 . : ‘ ae Z - a pr 27-29, . & H. conference 
Ray R.f agent in St. Louis. In 1920.he became — Southern California caravan of Life L.1.A.M.A., Edgewater Beach hotel, Chi- 
quitable aoe Lenees® agent continujng until 1933. Underwriters Assn. of Los Angeles, cago. cat cas 
Tow to tether his more active years Mr. ynder the leadership of Chairman Robert Mien f 1 Peshinntien Be of Commerce, 
et such a iener was a consistently high pro- fF, Cecil, made the first of its scheduled May '8-10, L.I.A.M.A. combination com- 
nust beg ducer. 10 visits at Santa Barbara. The theme panies meeting, Grove Park Inn, Ashe- 
¢ <r? e "eS rae ee ville, N. C. 
. = STANLEY F. TRANSUE, manager Y. ag a Ge ea was “Reach F. O. Becher, Jr. W. R. Zerbst May 11-13, Insurance Accounting & 
n ow} of the Lehigh Valley division of the our Potential in 1950. — ; ch D, Statistical Assn., annual, Statler hotel, 
talk, iff Reese agency of the Penn Mutual Life, Russell L. Hoghe, Equitable of Iowa, United States Life has given Fred O. Boston. dd ecman - chieiedrae 
te some} Philadelphia, died suddenly. He was President of the state association, spoke Becher, Jr. and Walter R. Zerbst the qounsel, spring meeting. Greenbrion 
of yourf the agency’s leading producer and in on its importance to the producer rank of company officers. ; White Sulphur Springs, W. Va. : 
1936 and 1941 was leading producer of Richard E. Thomas, Northwestern Mr. Becher joined the company in May 15-17, Canadian Life Insurance 
the plan— the company. He was a life member Mutual, Life, talked on “Better Pros- 1948 as group sales manager. He be- wane oe Seigniory club, 
nductedf of the Million Dollar Round Table. Mr. Pecting for 1950;” John F. Howells, Met- came group department manager later ~ May 22-23, Life Office Management 
hree-act? Transue had been with Penn Mutual ropolitan, on “Better . Preparation the in the year. Mr. Zerbst joined the com- ae spring conference, Hotel Fonten- 

Univer-} since 1919. Key to More Sales,” and John S. pany in 1947 as agency secretary after ‘ M, Omaha. 

- ; a 7 : : May 22-24, annual meeting of the 
vith A. ERWIN A. TAYLOR Roberts, Penn Mutual, on Today’s more than 16 years in field and home yyome Office Life Underwriters Assn. at 
| be in- d ee » 81, founder Market Requires Effective Motivation.” office work. the Hotel Statler in New York City. 

of State Mutual of Albuquerque, died at May 24-26, Life Insurers Conference, 
Los Angeles. He entered the insurance nanan. Broadmoor hotel, Colorado 
business at Colorado Springs, and in see ? 
Bi - “al June 1-2, Life Insurance Assn. of 
. Case 1941 organized State Mutual, remaining WHERE Alaa INSURANCE INVESTMENTS America, spring meeting, Chalfonte- 
1 a with it until 1947, when he retired as “—- Paes er ae 
wa uke ice- 37 June 5-6, Society of Actuaries, Edge- 
ls OF PAST DECADE HAVE GONE T0 WORK [iinntaC Stage nena 
ilwaukee fe, ‘ 5 : 2 Eo tes ference, annual, Hotel Statler, New York. 
on the hee ae wl “ old Flitcraft ky In- Percent increase in invested funds 182% ‘ rae He Canadian Fraternal Assn., 

a state} surance Works, life insurance publishers, 2 St. Donat, Que. 
ause off died in Belleview sanitarium at Round of 49 life inewrenes Componion 162% et cae i a set 
irchild’s}} Lake, Ill, after an illness of several in 10 years ending Jan. 1, 1949 : Frontenac, Quebec. | satin tatndtae: 

circuit} months. Clement Flitcraft was the last 137%. June 15-17, A.L.C. Medical Section 
t on the} Survivor among the four sons of A. J. : ptt “—— White Sulphur 

Flitcraft, who founded the enterprise in "tone "19-30, “Life Officers Investment 

1888. Clement entered the firm at an Seminar of American Life Convention, 
———_ early age and had always been identified Beloit College, Beloit, Wis. ap 

eans itl tas! ork | Jan. 20-21, Life Underwriters Assn. of 
[TION Fiit, y Pig ae ie} boa ee the Canada, annual, Royal York hotel, To- 
FF itcraft compend. is brothers, Law- ronto. 
> 1 DAY fr ; . ations 7 

7 rence, Roland and Norman, died and June 26-30, International Assn. of A. 

sh 2-2704. : ae & H,. Underwriters, on steamer Greater 

j “ed Clement was in complete charge from Detroit. 
io. 1933 until he retired in 1938. Of Cle- Sept. 25-29, National Assn. of Life Un- 
ment’s four sons, two are still identified Sew ETaeS, SUNT, EIOEES: BASIE. We 

with Flitcraft, Inc., Stanley as execu- ‘Sees. 25-27, Life Office Management 
Ta tive director and Harold as contributing Assn., annual, Royal York hotel, Toronto. 
an, Vice-B editor of the “Courant.” Harold is now October 3-6, American Life Convention, 
or. annual, Edgewater Beach hotel, Chicago. 


id Street, 
6. E. B. 
nia Bldg. 
up, Resi- 


ron Blds., 
4, Pacific 








personnel director of the Wilcox & Fol- 
lett educational publishing house in 
Chicago. He was a former national re- 
search director for Blue Cross. 
Clement Flitcraft was born in Boyles- 
town, Pa., and in 1882 was brought to 
Oak Park, Ill., by his father whd was 
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Oct. 23-26, Assn. of Superintendents of 
Insurance of Canada, General Brock ho- 
tel, Niagara Falls, Ont. 

Nov. 9-11, Society of Actuaries, annual, 
Greenbrier, White Sulphur Springs, W. 


a. 

Dec. 10-15, National Assn. of Insurance 
Commissioners, winter meeting, Los An- 
geles. 
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the last -four years he has been in Manufacturers Appoints 
AMONG COMPANY MEN charge of northeastern agencies, where 2 z 
Mr. Hensley now hoger aoage's bye _ Mr. Two Assistant Actuaries 
rh r 
Foan Made V -P the actuarial department. He joined the ridley Baty it zal Agr Manufacturers Life has_ appointed Provi 
e“he company in that department in 1908. conduct sales conferences at most of John H. Bell and Geoffrey O. Harrison 
Mr. Williams joined New York Life tee come ARIS Irs assistant actuaries. New 
. } pany’s agencies. se : 
of Postal Life in 1921. He was appointed assistant Mr. Bell joined Manufacturers Life ‘ 
actuary in 1945 and executive assistant as a member of the agency accounts Provi 
Postal Life has appointed Roy A. #1 ~~. He is . psc ape Hugh Hart Heads Great ices 
" if: ss : : : of Actuaries and a member of the com- ’ ’ 
Foan vice-president eager oe mittee on education and examinations. Northwest's Agency Dep't form W 
ber of the board. He served in the air force. Hugh D. Hart, who for the last 10 ape cane 
Mr. Foan, who yore —_ i cage Pg agg es fa 
= arg : of inois ankers ife, has been 
~ ee - — Two Named as Regional elected vice-president and director of oo. 
tion, joined Postal Supervisors by K. C. Life agencies of Great Northwest Life of i 
Life in 1948. Be- Spokane. He will build up an agency wi 
fone that he..eene organization like that at Illinois bonuses 
agency secretary Bankers. ee 
and assistant direc- Mr. Hart started in insurance with Proc wiee 
tor of agencies for Aetna Life at Little Rock, building its features 
United States Life. third largest agency. He went to New he 
The company York as partner in the Hart & Eubank fs vote, 
also has appointed agency of Aetna, which in collaboration i 
Seoul Rosenthal. as with Gerald A, Eubank, now manager cohen SS. Berm G. 0. Harrises P ssid 
Rey A. Fean actuary and How- there for Prudential, he developed into department in 1929, He was in the pra tes 
ard M. Watne as Aetna’s largest agency, with a peak Canadian air force until 1945. In 1946 | tion of 
assistant secretary, Mr. Rosenthal, volume of $66 million a year. He then he transferred to actuarial work. pect’s ne 
formerly assistant actuary, went with went to Penn Mutual as vice-president Mr. Harrison has been with Manu- § and sam 
Postal Life in 1937, te is a fellow of for four years, later going into the M- facturers Life since 1931, when he plans. 
the Society of Actuaries. Mr. Watne vestment business before returning to joined the actuarial department. Both The fc 
joined Postal in 1938. insurance with Illinois Bankers. Mr. dre fellows of the Society of Actuaries, | with vai 
M. R. Smith B. W. Hensley Hart graduated from Henderson Brown sscident 
N York Lif U T College, University of Arkansas law demnitie: 
ew tor e Ups iwo Kansas City Life has appointed Maur- school, and was one of the founders : ret 
a = ; ea PP ; ‘i Splittgerber Named Instructor lifetime, 
Edward B. Williams has been ap- ice R. Smith and Bush W. Hensley as ot the American College. He served ‘ < 2 Sa ; . one vear 
pointed assistant vice-president of New regional supervisors in charge of east- as trustee of National Assn. of Life | Loyal Protective Life has appointed § erent | 
York Life. He will supervise the proc- ern Kansas and northeastern agencies Underwriters in 1926-27. Roland J. Splittgerber = ey from $5 
essing of new business. John J. Purtill respectively. ag yd nromayneersy Formerly with choice o} 
has been advanced to administrative as- | Mr. Smith, except for army service, Morton Named Associate pala age las tgs he joined ve maximun 
sistant, supervising service departments. has been with Kansas City Life since . ae ms 2006. grow previously respectiv: 
He had been an assistant manager of 1939 as regional agency supervisor. For Actuary by Prudential er and before that was in the different 
Pradential has named Altoa-P: Moc- —.___ ae S 
ton as associate actuary. He formerly : 
was an assistant actuary. To Honor George Kendall i In meeriale 
AGENCY SUPERVISOR WANTED A graduate of Acadia University, Mr. celle 
Morton at one time was with Manu- Golden-Anniversary Drive 
facturers Life. He is a fellow of the Celebrating ‘the completion by i 18 Insi 
WE ARE LOOKING FOR EXPERIENCED LIFE AGENCY MAN || Society of Actuaries, an associate in the ,e dent, George R. Kendall, of 50 vears | Doctor 
BETWEEN 35 AND 40 TO SUPERVISE AND FURTHER DE- isan ck Gee Codaiiine dieu ot Maen in the insurance 
VELOP THREE SOUTHERN STATES. Sree ee ee Co ee business, Washing- J Some 1 
Canada Life Promotes Two SS ee 
designated Jan. 27- 
ACCEPTABLE APPLICANT MUST HAVE SATISFACTORY Canada Life has promoted J. S. Har- March 25 as “50 § through 
RECORD OF SECURING AGENTS AND PERSONAL PRODUC- ris, who joined the company in 1947, to golden production have agre 
TION. assistant superintendent of agencies and days,” during which  # Payme: 
fb Walsh, who has been with the a 228 a Ese 
company since 1946, to executive assist- written will be ded- 
GOOD STARTING SALARY AND EXCELLENT OPPORTUNITY oy pans . . comtedk te leith, exceed $: 
FOR ADVANCEMENT. IN REPLY STATE AGE AND GIVE A Mr. Kendall tals with 
PERSONAL AND BUSINESS BACKGROUND. Names Wriggins Attorney started in insurance ag dle 
James C, Wriggins has been named Pisa agree to 
Address W-98, The National Underwriter ot ge wae by Mutual Benefit — He tial’s Lousvien e @ 3 
4 aie wi e in charge of employe benefit eanGe incomes 
175 West Jackson Blvd., Chicago 4, Illinois plans. A graduate of Princeton Uni- a ee a inadiial Na- [ benefits | 
versity, he joined Mutual Benefit in tional has had the unusual record of } sugeons 
1940. celebrating the golden anniversaries of f [¢¢S Prov 
both its chairman, H. R. Kendall, in | Payment. 
1943, and its president, G. R. Kendall. | Six, ad 
Under their leadership Washington Na- | mitted po 
tional has grown from a company with | Pames are 
$517 of assets in 1911 to over $120 mil- | @d famil 
a lion in 1950. This year life insurance in | 4 grou 
force will exceed $575 million and total There a 
or merican eassurance ompany income will be some $40 million. It is doctors S 
the fifth largest stock A. & H. company. doctors it 
sociation 
s agreement 
J. Boward Oden, President Video for National L. & A. gloat 
Radio station WSM, owned by Na- § State. 
tional Life & Accident, will also have 
a television station in operation by Oct. Ostrow 
1, according to E. W. Craig, National \ 
110 Gast 42 dD St t Ei] w D k 17 N Life president. The company has ap- fi. Rok 
nl ree e or ’ ° ° propriated $100,000 for a site and for a f° Northy 
video tower. The studio and_ trans- added to 
mitter will cost $300,000 and a micro- f “ters C 
wave relay system to Louisville will cost J "fled act: 
$150,000 additional. WSM has been de- | He maj 
layed in its video plans for more than a J Mics at 
Xm year by failure to find a suitable site for a terad 
for the transmitter and tower. will woneey 
spent 114 
technician, 
Underwriters Hear Dr. Maher To Pl 
LIFE REINSURANCE EXCLUSIVELY | 0). tess, [92 
ers Assn. heard a talk by Dr. Chauncey The ex 
C. Maher, noted cardiologist, on heart }*8sn. of 
disease. A representative of Alcoholics J™eet at 














Anonymous will speak at the next meet- 
ing, 


Feb, 1. 
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[arrison 2 year starting April 1. 
ew Non-Cancellable Line Reports will be given on the 1949 eee 

rs Life N ‘ i ; sales congresses and plans discussed invites you to accept 
ccounts Provident Life & Accident offers for publicity at the Detroit convention 

three new non-cancellable A. & H. of the International association for the 
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policies and a new straight accident 
form with principal sum benefits. The 
non-cancellable policies are guaranteed 
renewable to 65 and all are non-aggre- 
gate forms containing a six-month re- 
current disability clause. 
Provident has launched the 
with a campaign providing 
bonuses for non-cancellable business 
written from Jan. 16 through Feb. 28. 
Producers are given a sales kit which 
features a pocket guide outlining the 
non-cancellable coverages, optional 
extra benefits, underwriting rules, oc- 
cupational classifications and the pre- 
mium rates. The kit also contains 
copies of the new illustrated applica- 
tion blank which simplifies the presenta- 
tion of a plan tailored to fit the pros- 
pect’s needs, as well as specimen policies 
and samples of several hospital-surgical 
plans. ’ 
The four basic policies can be written 
with varying waiting periods for both 
accident and sickness, with accident in- 
demnities ranging from two years to 
lifetime, with sickness indemnities from 
one year to 120 months, with four dif- 
ferent hospital endorsements, paying 
from $5 to $8 per day, and ‘with the 
choice of two surgical schedules paying 
maximum benefits of $150 and $250 
respectively. All in all, there are 10 
diferent plans available. The company 
solicits brokerage business on the non- 
cancellable line “and is making its sales 
materials available through all agencies 
and branches. 


new line 
extra 





18 Insurers Write Tenn. 
Doctors’ Surgical Plan 


Some 18 insurance companies are par- 
tiipating in the prepaid surgical plan 
sponsored by Tennessee Medical Assn. 
through which participating physicians 
have agreed to accept the fees scheduled 
as payment in full from persons in modest 
income brackets. For individuals with- 
out dependents whose incomes do not 
exceed $2,400 per year, and for individ- 
uals with dependents whose aggregate 
family incomes do not exceed $3,600 
per year, the participating physicians 
agree to accept the surgical fees sched- 
wed as payment in full. Those whose 
incomes exceed the limits receive the 
benefits provided by the plan, but the 
surgeons are not required to accept the 
fees provided in the schedule as full 
payment. 

Six additional companies have sub- 
mitted policies for approval. The com- 
panies are writing the plan as individual 
and family policies, payroll deductions 
and group insurance. 

There are more than 1,600 Tennessee 
doctors enrolled, a high percentage of 
doctors in the state. The medical as- 
sociation estimates that the economic 
agreement contained in the plan means 
that full protection can be provided for 
at least 70% of the population of the 
state. 


Ostrow Joins Conference 


M. Robert Ostrow, recent graduate 
of Northwestern University, has been 
added to the staff of H. & A. Under- 
writers Conference and will assist in 
varied activities. 

He majored in mathematics and eco- 
nomics at Northwestern. He finished his 
mdergraduate work in Detember and 
will receive a B.S. degree in June. He 
spent 1% years in the navy as a radio 
technician, 


To Plan Texas Meeting 


The executive committee of Texas 
Assn. of A. & H. Underwriters will 
meet at San Antonio Jan. 28 to set 
the date and place of the annual meet- 


tg and nominate officers and new ex- 


XUM 


1951 convention at Dallas and for co- 
operation with Texas Assn. of Osteo- 
paths. 


Rea Tells Chicago Assn. 
“How We Do It in Canada” 


A complete picture of the selling 
process in A. & H. insurance, with tried 
and proven suggestions on what to say 
in each step of the sale, was presented 
at the January meeting of Chicago 
A. & H. Assn. by Charles E. Rea, 





Toronto general agent of Provident 
Life & Accident and member of the 


International association executive 
board. Mr. Rea’s topic was “How We 
Do It in Canada,” and that his way is 
a good way is demonstrated by the 
fact that he has built up an A. & H. 
premium income of more than $1,200,- 
000 in his agency in six years. 

He said it is necessary to decide first 
what the agent is going to sell— 
whether the literature describing the 
good points of the policy and omitting 
the exclusions, or the policy itself. “We 
are endeavoring to educate our men 
to sell the policy,” he said. “After all, 
that is what the customer is buying 
and that is what the agent should have 
to show the customer.” 

He stressed the importance of A. & H. 
insurance and said it is easy to sell be- 
cause it has a wide appeal, there is no 
seasonal period for its sale, there is 
a minimum of sales competition, re- 
newals are simple, the personal element 
is present, and it leads to other business. 

John H. Campbell, Provident L. & A., 
president, told of the resolution on HR 
6000 which is to be sent to Illinois 
senators and representatives and of 
plans for individual letters to be sent 
by members. Jay De Young, Conti- 
nental Casualty, outlined plans for the 
convention of the International asso- 
ciation to be held on a lake steamer out 
of Detroit, and urged early reservations. 


Bacon Offers 20 Questions 


At the January meeting of San An- 
tonio Assn. of A. & H. Underwriters, 
President W. Bacon, Occidental 


of 20 questions on a 
They covered com- 
benefits, substand- 


Life, gave a series 
true or false basis. 
putation of A. & H. 
ard risks, partial disability payments, 
occupational prorate clause, require- 
ment of information from the applicant 
for & H. insurance, the accidental 
death benefit, probability of collecting 
under the accident and sickness clauses 
in ratio, collection on accident policy, 
non-occupational accident, borrowing on 
an A. & H. policy, cancellation clause, 
monthly instalments in payment of death 
benefits of accident policy, relation of 
payments to workmen’s compensation, 
disablement and dismemberment, au- 
thority of an agent to waive pro- 
visions in policy, assignment of benefits 
as related to insurable interest, defini- 
tion of a limited policy, and the man- 
datory standard provisions, 


West Now V.-P. of Ohio 
Farm Bureau Group 


W. E. West, treasurer of the Ohio 
Farm Bureau companies since 1946, has 
been elected vice-president and_ treas- 
urer. Mr. West joined the companies in 
1928 as head of the accounting depart- 
ment. In 1930, he was named assistant 
to the treasurer and 10 vears later was 
elected assistant treasurer. 


C. Romeo Lefort, formerly assistant 
agency director for Atlantic Life at 
Raleigh, has been appointed supervisor 
there. He has been with Atlantic for 
three years and is an alumnus of North 
Carolina State College. 

































Eldridge Smith, 
Group Supervisor, 
Equitable Life Assur- 
ance Society, says: 
“the most practical 
and powerful book 
for selling anything 
that I ever read.” 


xk *& 


Richard W. Campbell, 
Fidelity Mutual Life 
Insurance Company, 
says: “I am going to 
keep this book on the 
top of my desk at 
home and read from 
it each morning.” 


xk kk 
Walter L. Hays, 
President, American 


Fire and Casualty 
Company, says: “This 
is the best publica- 
tion I have ever seen 
for a salesman. It 
offers something that 
he can get his teeth 
into — comeing he 
can actually apply to 
each and every inter- 
view. A salesman who 
applies the principles 
laid down in _ this 
book is sure to be in 
a higher bracket.” 


*& *&_& 


Dale Carnegie says: 
“T would gladly have 
walked from Chicago 
to New York to get a 
copy of this book, if 
it had been available 
when I started out to 


sell. 

“T met Frank Bett- 
ger when he was 29 
years of age, trying 
to sell life insurance, 
and was a total fail- 
ure as a salesman. 
Yet during the next 
twelve years, he made 
enough money to pur- 
chase a $70,000 coun- 
try estate, and could 
have retired at forty! 
I know. I saw it hap- 
pen. I saw him rise 
from a total failure 
to one of the most 
successful and high- 
est paid salesmen in 
America.” 


a a 











a remarkable story of sales achievement 


“TOW T RAISED MYSELF FROM 
FAILURE TO SUCCESS IN SELLING” 


by Frank Bettger 























ence. 


“Accept this volume for five days’ reading, 
without cost or obligation. 
salesmanship, this is the most remarkable one 
I've read in all my years of business experi- 
It is sales-making dynamite !”—Richard 
Prentice Ettinger. 


Of all books on 


You have never seen a book like this before! It is Frank 
Bettger’s personal story of how he rose from penniless fail- 
ure to become one of the highest paid insurance salesmen 


in America today. 


He tells how any 


insurance salesman 


can double or treble his income—turn disappointments into 
triumphs—close a greater percentage of sales—make more 


sales calls each day. 


He gives precise directions on how to 


multiply your earning power with the down-to-earth ideas 


and practical sales techniques he discovered. 


Take a look 


at these first-time-in-print topics: 


How One Idea Multiplied My 
Income and Happiness 

This Idea Put Me Back Into 
Selling After I Had Quit 

One Thing I Did That Helped 
Me Destroy the Biggest Enemy 
I Ever Had to Face 

The Only Way I Could Get 
Myself Organized 

The Biggest Lesson I Ever 
Learned About Creating Con- 
dence 

How to Get Kicked Out! 

I Became More Welcome Every- 
where When I Did This 

The Biggest Reason Why Sales- 
men Lose Business 


A $250,000 Sale in 15 Minutes 


This Interview Taught Me How 
to Overcome My Fear of Ap- 
proaching Big Men 

How I Learned to Find the 
Most Important Reason Why 
a Man Should Buy 

The Most Important Word I 
Have Found in Selling 

How I Find the Hidden Objec- 
tion 

The Secret of Making Appoint- 
ments 


How to Let the Customer Help 
You Make the Sale 


Seven Rules I Use in Closing 
the Sale 


An Amazing Closing Technique 
arned from a Master 
Salesman 


SEND NO MONEY — READ IT 5 DAYS FREE 


It costs you nothing to see for yourself how this remarkable 
book can help you. Simply mail the coupon below to get 


your free-examination copy. 


Keep the book for 5 days. 


Then, either return it without obligation, or remit the pur- 
chase price of $3.95. Either way—whether you keep the book 


or return it—Frank Bettger’s 


ideas and sales-making discov- 


eries will give you an exciting experience that may revolu- 
tionize your entire life. Send the coupon below to get your 


copy now. 
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1 FREE EXAMINATION COUPON 1 
i Fill in and Mail Today 
hag 4 7. Inc. Fac" — L —- 1 
70 Fifth Avenue, New York 11, N. 
1 Without obligation, please send me for 5 DAYS’ FREE 
7 EXAMINATION, a copy of “How I Raised Myself From 
1 Failure to Success in Selling.” by Frank Bettger. At the 1 
end of five days, I will either remit $3.95 plus a few i 
| cents postage, in full payment, or I will send the book 
I back to you and owe nothing. i 
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by Myron H. Wilson, Jr., of Cleveland. were V. J. Skutt, president, and A. W, 
[IF AGEN Yy CHANGE Mr. Tilton was until recently with Pru- Larsen, vice-president and actuary. Sey. 
dential as manager of the Columbus eral hundred attended the ceremonies. 
ordinary agency. . ie 
H. O. Tice Heads Columbus be Pigs later _— re roe ge of Prudential Puts 75% of Ruthe 
anada, going wi onfederation when hm . F 
Agency of Midland Mutual _ it reinsured ‘Capital's business in 1935. Ze er Appointed Manager Mortgage Money into Homes at All 
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z yent, was regon agency of American National a ,000, g . ¢ 
reported in last Portland for three years, has been trans- in ee: Raion ane. " ad . 
week’s issue. _ ferred to San Francisco as manager. William I. Sutton has been appointed Sisk, Shay Led Bankers, Ia. oad 
Mr. Tice is a Succeeding Mr. Hudson as Oregon district manager of Equitable Society at : : igo Pye 
nephew of the late manager is Bruce M. Cox, an agent of Erie, Pa, He succeeds Charles F. Frank she M.S, awe, ee Se 
E. P. Tice, who the company at Eugene, Ore., for three ’ . . ee Pip —— co og oe 
was a partner in ’ years. Before that he was with Amer- Charles R. Edwards has been ap- se eda Te eng in vo- 
ss ” RS : es : ee u for 1949. He wrote 73 ; 
i Rigs ty or Herman O. Piece ican National eight years in Utah. pointed general agent of Monarch Life penn $10, aa Tine oT She List C 
‘ Sieidl Ppcton 9 3 at St. Louis. He was previously with goency of Minnea olis, led the com All lo 
we niga Raat y Me Rankin Is Caldwell G. A. the company’s Chicago agency. He is aiid ee ee in Ohic 
Jeffers. arene William J. Rankin has been named #7 4™™y veteran. pooctes ot — or Md ee ee 
Herman Tice has been with Midland general agent in Caldwell, Ida., for . politan Life, the Crowell-Collier build-§ } 
Mutual all his business career as an Franklin Life. He has been with Equi- g bk A. bes pang varia Jo ing at Fifth avenue and 51st street, New§ sponsors 
agent, supervisor, and_ assistant general table Society for three years as field MM an 11 ae ‘- eee pret York City, was formally opened to theg writers 
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Louis Mutual Life, recently insured by Denver manager of American Home ager at piggy eet ae 25,000 to investigate rates and _ prac- Feb. 17, 
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war service. He has been district man- Columbus with R. B. Tilton as regional petition on a short-term production § a -H. U 
ager for two years. Mr. Bourgeois, who general agent for Ohio, except for the basis, the Caritas cup of Reliance He sa 
has retired, was first with Metropolitan Cleveland territory, which is handled Life in 1950 is being offered on an an- als stem 
nual point system. The Cincinnati de- WV A N l A D § ih wee 
partment, headed by Glenn W. Isgrig, i fr 
Cc won the cup in the 11-week contest al th 
» ended Dec. 30. Cleveland was second ; 
CO M Pl E TE and Baltimore was third. President A a... en a 
JaN5 I Agen ice-presi- | : 2 ag eager 
Ley tne pony —— a in the medium-sized bracket that has |f cies is th 
“consolation” luncheon in Cleveland | & enviable quality reputation in both |} governms 
R 0 TE C Tl 0 N Feb. 2 and the victory banquet the next Health and Accident and Life Insur- transfer 
day at Cincinnati at which the tradi- ane saa 2 sunniee, ie = to privat 
Agency Franchises Available tional silver cup will be formally pre- | * a it = et eS hel 4 tended, 
sented. During the 1949 contest $21,- | 72¢ 2°°¢s @ capable man to help ee 
7 013,137 was paid for velop group sales and a group divi- “Wh t 
’ ; sion in the Agency Department. Some No” a 
" experience in group sales essential, Ca was 
JEFFERSON NATIONAL Franklin Shows In-Force but outstanding capabilities and the gts 
J. Z . Th qualities necessary for future gro : 
fe SHdUANC lompiny Gain of $120 Million and leadership will carry equal impor- a -* 
INDIANAPOLIS. INDIANA i A record or exceeding sy mil- aoe PP ssg gy = Inc, d 
10n in outstanding insurance for 1949 : r 
is reported by Franklin Life, bringing peti gy gps giant Me aa: Austin, 
insurance in force to more than $770 : lantic Li: 
+ Two REAL OPPORTUNITIES “4 million. Sore es bar on character 
: ‘ . Fifty agencies passed the million- Chi 4 ll = HES "li said the 
. ey gir. ret precy and accident company has state agency open- dollar mark in paid business during the pee Se eae he 
. year, with the Milwaukee agency lead- ins 
: ° e ‘a eb 5 ur 
Two capable insurance men—maybe only personal producers now—are going ing. The Philadelphia division was sec- R. N. rp 
to find these openings their means to success with a company writing com- ond and the Chicago division third. SUPERVISOR WANTED the N. A. 
plete personal coverage, both individual and group. Herman Watson, Ft. Payne, Ala., led , : in the soc: 
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OUAPSRY, PRADA, AvepTatsa. Assets rose about $20 million to reach | supervisor to locate in Minnesota. _ the 
nearly $144 million. Plans are under An aggressive young agent is hss 
c a ° T ono ‘3 as 
way for expansion in New England. wanted who has the ability to work | Toledo, 
. ° : in the field with already established jf tion, was 
ZY of Companion Has Open House | agents to train the agent as well asf *ssion, w 
to close sales. Salt Lal 
Companion Life opened its home office ‘ of chairman 
at 345 Madison avenue, New York City, This position offers exceptional fu- board, wh 
ENS C INS LAL EWES at a reception where Walter F. Marti- | ture opportunities and all replies will fl viewea bu 
neau, executive vice-president, was host. | be kept strictly confidential. = abro 
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ary. Sev. 
monies. 

W : Northern New Jersey—Kenneth L. An- 
f Rutherford, hite Speak derson, senior consultant of L.I.A.M.A., 
formerly with Provident Mutual in New 
Homes at Albany Sales Congress York City, was the speaker. 
D) million At the sales congress of Albany Toledo—The new Institute of Life In- 
a wae (N. Y.) Assn. of Life Underwriters, pres film, For Some Must Watch, 
yle year’s) speakers were James E. Rutherford, “®S S20wm 
esidentialy vice-president of the district agencies Portland, Ore.—Arthur R. Taylor, resi- 
vanks an.) department of Prudential, and Fred “¢™t manager for Ernst & Ernst account- 
- ’ * “ : 
he com White, Connecticut Mutual, Buffalo. ‘s’scountants and Life Underwriters” 
‘ence of Following the talks there was a panel St. Louis—Grant L. Hill, vice-president 
atives at discussion on service calls by Albany and director of agencies of Northwestern 
ge loangmemberse Participating in the discus- yytual Life, spoke on “It Can Be Fun, 
; $2,313.— sion were: Clifford P. Bell, Connecticut Too” at a luncheon meeting Jan. 19. 
ar. General; Edmund C. Crandall, Monarch = wiehigan City, Ind—Harold Means, 
Life; Frank N. Kirby, Metropolitan; president of the South Bend association, 
s, la David E. Knight, Jr., Prudential; Wil- spoke. 

7" Fiiam Kohn, John Hancock, and William — Montreal—Tom Henshaw of the Mac- 
has been} &. McCormick, Penn Mutual. Laren Advertising Co. of Toronto, spoke 
f lows = on public relations at a luncheon. The 
ig in vol- 1950 sales congress is planned for March 

tees : a 8-9. 
plications 

S ay List Ohio Caravan Dates San Antonio—The problems of the 
company,} All local life underwriters associations committee on business practices were 
in Ohio except those in metropolitan outlined be Pipe reece paging? = 

y Metro. areas will be visited in February and WS 0°Gs Hoe pty ee pe ee 
er build-— March by the sales caravan under the iia was follawed by a panel discus- 
‘eet, New sponsorship of the Ohio Life Under- sion of problems of the career life un- 
>d to thes writers Assn. The Cleveland, Cincin- derwriter with Harry Wise, Equitable 
nati, Columbus, Dayton and Toledo as- Society, as moderator. Participants were 

————} sociations conduct their own sales con- W. J. Schnabel, Jefferson Standard; Rus- 
gresses. sell Hoaster, Federal Life, and C. Stanley 

Y. There will be seven groups of speak- Price, Equitable Society. 

Bronx, afers)s Dates are as follows: Feb. 9, Penge in bigger daw meray, execu- 
lution inf Marion; Feb. 10, Ashland, Mansfield; vasa poe el Po neg escalate gy 
ing for af Feb. 15, Zanesville; Feb. 16, Ashtabula, yrarch of Time documentary film, 
yped with) East Liverpool, Newark, Lancaster; “you're the Doctor,” was shown. 
nd prac-§ Feb. 17, Painesville, Springfield, Youngs- _ieh mond—Judd C. Benson, Union Cen- 
nsurance,} town, Steubenville; Feb. 18, Akron; tral Life, Cincinnati, ©., president of 
1 intoler-? March 1, Warren. There will also be N. A. L. U., spoke on the dividend being 
sales congresses at Sandusky, Lima, paid to holders of National service life 
Findlay, Middletown, Hamilton, Chilli- insurance. 
lans cothe and Portsmouth, but dates have Quincey, Ill.—Justin Wagy, local man- 
not been definitely set. ager of the social security field office, 
IB plans said that the extension of social security 
employes M H will keep many millions off relief. Greet- 
accord- 1 1 ings were sent to Fred Grimm, Metro- 
“ of dis- Joint 3 eeting Hears edges politan, past president, who is ill. 
slans, in) “Significant Trends” today were dis- Ottawa, I1.—James H. Lowry and 
greement cussed by Bert A. Hedges, Kansas man- tLevison Snyder spoke on NSLI at a meet- 
1452 em-p ager of Business Men’s Assurance, at ing of the Illinois Valley Assn. 
1m underp 2joint meeting of Wichita Assn. of Life | Boston—Edward H. O'Connor, Insur- 
Underwriters and Kansas Assn. of A. ance Economics Society, spoke on the 
& H. Underwriters in Wichita. new social security bill and current life 
—— insurance legislation at a luncheon. 
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He said socialized medicine propos- 
als stem from a fundamental desire for 
such protection and constitute a chal- 
lenge to private competitive insurers to 
prove they can provide such protection 
eficiently. He added that a positive ap- 
proach to the problem by private agen- 
cies is the only way to prevent further 
government action. The solution lies in 
transfer of initiative from government 
to private hands. More than 200 at- 
tended. 





“What to Do When the Guy Says 
No” was the topic of Paul Dunnavan, 
Canada Life, Minneapolis, member of 
the Million Dollar Round Table, in the 
first of a series of training classes spon- 
gy by St. Paul Life Underwriters, 
ne, 





Austin, Tex.—John H. Sheffield, At- 
lantic Life, presented a study on the 
character of the NSLI dividends. He 
said the man who has NSLI insurance 
should keep it because it costs him less 
money than anything that a commercial 
insurer can offer. 

R. N. Lewis, Great National Life, read 
the N. A. L. U. bulletin on changes made 
in the social security act and prospective 
changes. W. G. Chote, Southwestern 
life, reported on the educational work 
Which the association has conducted in 
the Austin schools. 

East Liverpool, 0.—Charles E. Spencer 
of Toledo, president of the Ohio associa- 
tion, was the speaker at a ladies night 
session, with about 100 present. 

Salt Lake City—William R. Wallace, 
thaiirman of the metropolitan water 
board, who recently toured Europe, re- 
viewed business conditions as he found 
them abroad. 

Ned H. Nelson, president of the asso- 
dation, conducted an informal discus- 
son of facts underlying the National 
Service Life dividends/ 

New Bedford—John W. Frenning, Penn 
Mutual, Boston, spoke on “Life Insurance 
%lling—New Style.” 


XUM 


Milwaukee—T. J. Kiesselbach, district 


manager at Mason City, Ia. for State 
Farm Life of Bloomington, spoke on 
“Problems of Security.” He is a past 


president of the Iowa association. 

Wausau, Wis.—W. F. Krueger, at- 
torney, spoke on “Experiences and Prob- 
lems in Settling Estates” at a luncheon- 
meeting of the Wisconsin Valley associa- 
tion. Members from several cities in the 
area attended. 








N. Y. Committee to Consider 
Cut in Policy Loan Interest 


Whether the law providing for the 
maximum interest on life policy loans 
should be amended to reduce such rates 
is on the agenda of the Jan. 20 hear- 
ing of the New York joint legislative 
committee on insurance rates and regu- 
lations. 

An additional subject scheduled for 
discussion at the Jan. 20 hearing was 
an addition to section 81 of the insurance 
law which regulates company invest- 
ments. Of primary interest to life com- 
panies, the new suggested subdivision 
refers to additional investments and 
would allow domestic insurers to invest 
and keep invested not more than three 
percent of assets in investments other 
than common stocks and real estate, 
in addition to those already allowed. 
Similar provisions have been passed in 
about 13 states and in Canada. 

The revision would to the extent indi- 
cated broaden the authority of com- 
panies aand allow them to make certain 
new type investments. Among these 
would be investments, for example, in 
a corporation being reorganized, which 
was entirely solvent and whose bonds 
are still paying interest, investment in 
which is not now permitted for tech- 
nical reasons. Also included would be 
the small loans through banks planned 
by Metropolitan Life. 
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‘TO SECURITY 


A Key to Success 
for 
Equitable of lowa 
Field Underwriters 


Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 


proach that 


is easy to understand, the Key to 


Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 


A three months survey indicates: 
@ Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 


terview. 


@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


EQUITABLE 


LIFE INSURANCE 


COMPANY 
Founded 1867 


of IOWA 


Des Moines 


OVER ONE BILLION LIFE INSURANCE IN FORCE 














To General Agents: We Offer 


LIBERAL CONTRACTS 


vested renewals. 


with high first year commissions and 


MODERN POLICIES that will help you get more business. In 


addition to a full line of standar 


forms, we also issue attrac- 


tive special plans such as: 


Retirement Income Plans for Men and Women 
Juvenile Educational Policies 
Mortgage Redemption Policies 

SUBSTANDARD FACILITIES. Liberal non-medical limits. * 


COOPERATIVE ADVERTISING PLAN using tested methods 
that will secure prospects and help you sell. 


We are now operating in 33 States and the District of Colum- 
bia. Many desirable territories still open. If interested, write 
S. J. Gilbert, Vice President and Director of Life Agencies. 


RESERVE LIFE 


INSURANCE COMPANY 
DALLAS, TEXAS 
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Hits Training Progrania as 
Not Building Will to Act 


equivalent 


Current agent training emphasis is 
to jacking up one corner 
of a house while ignoring the others, 
William 
cinnati 


manager at 


Sullivan, 
told 


for Metropolitan, 


Indianapolis managers. 


he charged. 
is training of the will to act. 
right to inform an agent’s intellect, but 
it isn’t going to do any good unless 
you also motivate him to use what he 


“We've crammed them full of C.L.U., 
LAT... 
wonder why they don’t do anything,” 
“What we are neglecting 
It’s all 


and all the rest, and 


knows.” 


Cin- 
the 


then 
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our executive meeting in Baltimore.” 





y addition to L 
4 Twichell will continue to supervise the 





Training plans and trainers should 
recognize, Mr. Sullivan declared, that 
the will is more important than the 
intellect when it comes to successful 
selling. “Men need more than knowing 
what to do,” he concluded. “They also 
need a well-placed burr under the 
saddle.” 


George Kelly Chairman of 
LAA Eastern Round Table 


George H. Kelley, editor of sales 


publications for New York Life, has 
been appointed — 
chairman of the | 


1950 Eastern 
Round Table of 
the Life Adver- 
tisers Assn., to be 
held in New York 
City, March 6-7. 
Mr. Kelley was 
chairman of the ex- 
hibits committee 
for the annual na- 





tional meeting of 
L.A.A. at Chicago 
last fall. 


G. H. Kelley 





W. D. Love Leads Atlantic 


W. D. Love, Atlantic Life’s manager 


in Charlottesville, Va. led the field 
force in production in 1949 and has 
been named Atlantic’s “man of the 
year.” 


Aid Assn. Holds Staff Meet 


Herbert Benz, agency director Aid 
Assn. for Lutherans, and Paul Speicher, 
R. & R., were the principal speakers 
at an agency staff meeting in the 
Appleton office. Mr. Speicher, addresed 
the meeting through a telephone hook- 
up. Mr. Benz presented to Clarence 
Marten the top producer’s award in the 
agency during the past year. Agents 
from Oshkosh, Fond du Lac, Clinton- 
ville, Berlin, Weyauwega and Appleton 
attended. x 


Morrison to Provident L. & A. 


J. L. Morrison, home office group 
manager of North American Life & Cas- 
ualty since 1945, has gone with Provi- 
dent Life & Accident as a member of 
the home office group staff. 

He was group representative of Trav- 
elers at Chicago 1928-37 and at Min- 
neapolis for nine years. He is a mem- 
ber of the group committee of H. & A. 
Underwriters Conference. 


Give Ohio Meeting Plans 


C. U. Pugh, Loyal Protective Life, 
Columbus, president of Ohio Assn. of 
A. & H. Underwriters, has announced 
that the annual meeting of the associa- 
tion will be held at Columbus April 14. 
The directors will meet the previous 
evening. Among the speakers at the 
convention will be E. H. O’Connor, 
Insurance Economics Society, Chicago, 
and John B. Lambert, Mutual Benefit 
H. & A., Cleveland, vice-president of 
the International association. 


Miss Twichell Advanced 


Constance M. Twichell, assistant di- 
rector of the L.I.A.M.A. research divi- 
sion since 1944, has been promoted to 
associate director. 

A Wellesley graduate, she joined the 
L.I.A.M.A._ statistical department 18 








"years ago, becoming its head. She has 


had an important part in the undertak- 
ng of almost all of the regular and 
special projects of the association, In 
research planning, Miss 
than 30 research 


}activities of more 


workers. 


Phila. Life Gains 16% 


Philadelphia Life paid for $27,483,247 





*... and be sure to tell the girls, I’ll be «¢ in 1949, up 16%. Business in force rose 
the Lord Baltimore Hotel two days before t© 


$120,787, 658, up 16%. 

Mortality continued exceptionally low, 
the ratio of actual to expected being 
34.8%. 


Real Problem Is 
Vesting, Not 
Reserve Exchange 


Group men freely admit that private 
pension plans must develop better ways 
for the individual employe to carry his 
pension with him when he changes em- 
ployers but indicate that the major prob- 
lem is establishing vested plans, not 
transferring reserves. The lack of vest- 
ing and its result has become one of the 
major criticisms of private plans by pro- 
ponents of government pensions. 

The transfer of reserves or the estab- 
lishing of a clearing house for them, as 
suggested by President Harold E. Stas- 
sen of the University of Pennsylvania 
at the recent meeting of the Life Insur- 
ance Assn. of America, is not so serious 
as the problem of building up reserves 
that can be transferred, group men 
think. The answer seems to lie in a 
group annuity contract with liberal or 
early vesting, say after five years, like 
some plans now in effect. 

Many pension plans, including most of 
the giant plans recently contracted for 
in the automobile and steel industries, 
have little or no vesting provisions and 
the employe must remain with his em- 
ployer for 30 years or until he is 60 or 
65 before he is entitled to a pension. For 
such plans there is little or no individual 
reserve to be transferred because the 
cost is predicated on the basis that some 
employes will leave before they are 
ready for retirement and no pension will 
have to be paid to them, 


Gets Several Checks 


Where vested pension rights are held 
by an employe with several employers 
the only difficulty is that he receives his 
pension benefits from several sources if 
the different employers have different 
insurers. Group men believe that the 
benefits can be combined either on a 
clearing house or a transfer of reserve 
basis or that some central paying agency 
might be created. They feel that a solu- 
tion can be developed and were pleased 
at the attention given the subject by 
Mr. Stassen and the comments that his 
remarks stimulated. 

Among the possibilities is that of ex- 
changing reserves among insurers when 
the employe changes employers perhaps 
by combining the reserves where the 
largest one owned by the employe is 
held. When an employe now has vested 
pension rights in several group annuity 
contracts of one company they are 
lumped. If the contracts were in dif- 
ferent companies there would be addi- 
tional problems but the procedure would 
be similar. Additional factors here 
would be the necessity of avoiding 
charges of violating anti-trust laws, and 
taxation of reserves. 





To Honor Cincinnati Leaders 


Cincinnati managers will honor the vol- 
ume and lives leaders of each member’s 
agency Jan. 25 at the first leaders’ ban- 
quet since before the war. Certificates 
of merit will be presented to each lead- 
er. Main speaker will be George A. 
Saas. Indianapolis advertising man. 
Thirty-six agencies will participate. 





Professor Joseph W. Hawley of the 
University of Washington law school 
told the Seattle managers how they 
could contribute to the insurance edu- 
cation of law students. The first ses- 
sion of a roundtable on agency manage- 
ment will be held at noon on Jan, 23. 





V. C. Smith, associate manager of 
Equitable Society at Columbus, O., has 
retired. Clifford H. Clary and Samuel 
T. Selby, both of Columbus, have been 
named assistant managers, effective Feb. 
1. Mr. Smith has been associate man- 
ager since 1946. He will continue in 
personal sales and service. Messrs. 
Clary and Selby have been with the 
company several years. 


Penn Mutual Paid for 
$233 Million in ‘49 


Penn Mutual Life last year placed 
$233,367,793 of new insurance, an in- 
crease of 2%. The number of policies 
was 45,196. 





Ross Leaves Illinois Post 


James W. Ross has resigned as dep- 
uty in the Illinois insurance department, 


effective Jan. 31. 
Mr. Ross has been 
in charge of the 
policy examination 
division of the de- 
partment for the 
past seven years. 


Prior to joining the 
department, he was 
an agent for Mu- 
tual Benefit Life at 
Peoria. He is a 
past president of 
the Peoria Assn. of 
Life Underwriters. 

Mr. Ross has in- 
dicated that he will 
reenter the insurance business, but he 
has not made a decision as to his exact 
course as yet. 


James W. Ross 





Midland Mutual In-Force Up 


Midland Mutual Life’s insurance in 
force Dec. 31 was $202,228,018 as 
against $193,430,472 a year earlier. As- 
sets are $63,700,000 as against $59,992,- 
416. In the last five years in-force rose 
37% and assets 41%. 





R & R SALES TRAINING 
COURSES 


R & R material has been used in 
over 160 Association schools and 
universities and is official for more 
than 100 leading companies. 

The complete program of life un- 
derwriting study consists of these 
courses — 


(1) An Introduction to Life Un- 
derwriting, 

Basic Course for the Debit 
Underwriter, 

The Career Course, 


(4) Tax & Business 
Course 


All are coordinated and together 
provide a program of study from 
the day the underwriter enters the 
work until he is ready for C.L.U. 
In addition, R & R has a Com- 
bination Company Course and a 
Fraternal Course. 

Our educational division is set up 
to handle the complete supervision 
of each course on an intensely per- 
sonal basis, with regular reports 
covering the study progress. 

Each year hundreds of life under- 
writers study under R & R super- 
vision. 

DETAILED DESCRIPTION OF 
ANY OF OUR SIX COURSES 
WILL BE PROMPTLY 
MAILED UPON REQUEST. 


(3) 


Insurance 





PAUL SPEICHER 
President 
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Brokerage Men 
Seek Recognition 
From Home Offices 


Agency supervisors should assume a 
share of the responsibility for building 
the prestige of brokerage business with 
home offices, according to Robert I. 
Curran, Jr., of the Keane agency of 
Massachusetts Mutual in New York 
City, 1st vice-president of the New York 
City Life Supervisors Assn. By doing 
that, he said in a letter to association 
members, supervisors can build greater 
career opportunities for themselves n 
their field. 

In regard to the home office agency 
departments he said supervisors should 


sk: 

“Do we make them aware that we as 
brokerage supervisors, actually do cre- 
ate new business through our brokerage 
contacts, or do we let them wrongly 
assume that this business is merely 
transmitted to us after being created by 
others? Do we demonstrate to them the 
techniques we use for the acquiring and 
securing of this brokerage business? Do 
they know that we see the prospect or 
applicant in more than 50% of the cases 
that we submit, at least once in the sales 
process? Do we make it clear to them 
that we do give to the public, through 
our brokers, the service and functional 
values available with programming and 
estate planning? Do we visualize for 
them that we have set up a unit of ‘non- 
housed’ agents who have the same de- 
gree of loyalty and integrity as the units 
of housed agents in our company 


Es) 


agencies? 
Questions Asked Associates 

Mr. Curran asks his associates, 

“Does the home office underwriter 
know that we are giving the care and 
attention to field underwriting that it 
deserves? Do we make full use of the 
fact, when we report pertinent facts 
with the application, that the general in- 
surance broker usually has a complete 
knowledge of the applicant’s background 
because of his handling of his fire and 
casualty lines? Do we advise them when 
we have personally intervewed the ap- 
plicant as we do in more than 50% of 
the cases? Does our underwriter have 
the confidence in us that we are not the 
‘dupes for shoppers of better offers’ on 
substandard business, but good sound 
field underwriters who are properly de- 
veloping cases and giving the company 
the one and only exposure to the par- 
ticular substandard cases? Do we, from 
time to time, take inventory and review 
our business to assure ourselves, and 
our underwriting department, that the 
quality of our business is maintaining 
the high standards that it should have 
because of the methods used by us in 
field underwriting?” 


Quarter Million Club Elects 


Lester Rosen, Union Central Life, has 
been elected chairman of the Memphis 
Quarter Million Dollar Club. Judson 
Thompson, Equitable Society is vice- 
chairman; Ewing Carruthers, Massachu- 
setts Mutual, secretary. 





John M. Fraser, general agent of 
Connecticut Mutual in New York City, 
has been reelected secretary-treasurer of 
the managers’ Downtown Round Table. 


Phoenix Medical Chief 





@ 
Dr. Robert A. 
Goodell, the new 


medical director of 
Phoenix Mutual 
Life. was a com- 
Mander in _ the 
lavy, serving at 
Okinawa and as 
thief of medicine 
on a hospital ship 
i Japan. 





Goodell 


Dr. R. A. 





XUM 


Murray Lincoln Suggests 
Federal Housing Agency 


Murray Lincoln, president Farm Bur- 
eau group, supporting the administra- 
tion’s so-called middle income housing 
bill, told a Senate committee his com- 
panies would like to use some of their 
funds for cooperative housing, but do 
not have enough. 

He recommended that the proposed 
program should be administered by a 
new agency to start with, which the 
government would lend $100 million 
followed by federal financing of $2.25 
billion guaranteed loans to cooperative 
housing organizations. 


Huppeler Agency Leads 


The Huppeler agency of New Eng- 
land Mutual at New York City led the 
company force in new business for 1949 
for the second consecutive year. Pro- 
duction averaged more than a million 
dollars a month. 


Actuaries Change Fall Date 


Dates of the Society of Actuaries an- 
nual meeting, originally scheduled for 
Nov. 7-9, have been changed to Nov. 
9-11 to avoid the necessity of members 
being away from their home cities on 
election day, Nov. 7. The meeting will 
be at the Greenbrier, White Sulphur 
Springs, W. Va. 


Fidelity Advances Three 


Fidelity Mutual has advanced Norman 
Harper from assistant actuary to as- 
sociate actuary. Joseph E. Doan, Jr., 
has been appointed supervisor of mort- 
gage loans. Paul L. Wise has been 
named assistant counsel. Moreau D. 
3rown, Philadelphia resident partner of 
Brown Brothers Harriman & Co., has 
been elected a director. 


Board Is Regional Manager 


Harry R. Board has been appointed 
regional sales manager for Farm Bur- 
eau, with headquarters in Roanoke, He 
formerly served in Richmond as state 
and later a district manager. 





Mo. Annual Meeting in May 


ST. LOUIS—Richard H. Bennett, 
General American Life, president of 
Missouri Assn. of Life Underwriters, 


has announced that its annual meeting 
will be held here in May, the day before 
the sales congress of the St. Louis asso- 
ciation. 





Indianapolis Pension Seminar 


A seminar on pension plans and 
profit-sharing will be conducted Jan. 
30 at Indianapolis by the Indiana Manu- 
facturers Assn. and Butler Unversity 
chapter of the Society for Advancement 
of management. Participating in the 
program, which is planned primarily 
for employers rather than life insurance 


Al Anderson for the last eight years there for Capito] Life. Before going into 
general agent of Great American Life at insurance he was assistant circulation 
Wichita, has been appointed manager manager of the Wichita Beacon. 
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CLIFFORD S. ASPEGREN 


O. R. Aspegren II of Chicago is the successful leader of 
an outstanding Ohio National agency which includes his 
father, O. R. Aspegren, Sr., and his brother, Clifford S. 
Aspegren. These three members of the Aspegren family 
are making excellent records as top-notch life underwrit- 


ers of quality business for a first-class company. 


ZO UHIO NATIONA 


LIFE INSURANCE COMPANY 
CINCINNATI, OHIO 








men, although members of the general 
agents and managers asociation of the 
city have been invited, will be T. B. 
Leavitt, assistant actuary of American 
United; Howard Nyhart, broker and 
pension specialist; Milton Elrod, estate 
and taxation attorney; and J. M. Zuber, 
vice-president and trust officer of the 
American National Bank. 





NEWS BRIEFS 


Louis R. Stein, Home Life of New 
York, Newark, has qualified for the 
Million Dollar Round Table for the 
fifth consecutive year. 

Henry E. Stenz has been appointed 
associate manager of American Hos- 
pital & Life at’Corpus Christi and will 
devote his time to developing A. & H. 
business. 

Howard G. Breeze, leading agent for 
1949 of Griffin agency, was honored by 
his associates of Massachusetts Mutual 
at Albany, at a luncheon, Leland J. 
Kalmbach, vice-president, was principal 
speaker. 


GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


N gu q-loyahis-W.\e(=se(on' al Okey atu qalol ts 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 
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Equitable Dividends 
Upped $3 Million 


Equitable Society in 1950 will in- 
crease dividends to policyholders to 
$46,400,000 compared with $43,300,000 
distributed in 1949. The increase arises 
from the larger amount of insurance 
and annuities in force and from in- 
creased dividends on those policies on 
which surplus earnings have been larger. 
Equitable in 1949 had a somewhat 
higher return on investments and a 
continued low level of mortality. 


Prudential Issues New 
25-Year Term Riders 





Prudential has brought out 25-year 
family income and decreasing term 
riders, issued at ages 20-40 with ex- 


ceptions as described below. Premiums 
are payable for 20 years. 

The 25-year family income rider may 
be added, at issues only, to basic poli- 
cies except modified life 5, term, single- 
payment or income endowment. As 
with the other family income riders, 
the minimum monthly income is $20. If 
desired the rider may be made to apply 
to only a portion of the face amount of 
insurance. The 25-year rider is avail- 
able to provide either $10 or $15 of 
monthly income for each $1,000 of face 
amount of the insurance to which it 
applies, except that the $15 per $1,000 


——INCREASE YOUR INCOME— 


You make more money selling when you represent 
a society that has @ complete line of modern life 
insurance contracts. 

Life insurance contracts that orerte PROTEC- 
TION to take care of every need—INCOME for the 
assured — PROTECTION FOR DEPENDEN ‘TS — 
EDUCATION of children—MORTGAGE payment— 
ACCIDENT oprotection—SALARY replacement, help 
increase sales. 

Rates and Reserves based on the latest and most 
modern C.S.O. mortality table and 24% interest 
assumption. 


For information write to 


J. Allen Porterfield, Field Manager 
Sell the Best — Sell for the 


EQUITABLE RESERVE ASSOCIATION 
Life Insurance for Men, Women and Children 
Neenah, Wisconsin 








THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 
Agnes BE. Koob Frances D. Partridge 
Supreme President Supreme Secretary 
Port Huron, Michigan 











rider may not be written at ages 38 and 
over in Arizona, Hawaii, Idaho, North 
Dakota, Oklahoma, South Dakota, Utah 
and Wyoming. The 25-year rider will 
not be issued on the $20 per $1,000 
basis. 

The 25-year decreasing term insur- 
ance rider may be added, at issue only, 
to any plan except modified life 5, term 
or single payment. The minimum initial 
amount for which this rider will be 
written is $2,000, the maximum amount 
is four times the face amount of insur- 
ance under the basic policy, except that 
in the states named above the maximum 
amount at ages 37 and 386 is three times, 
and at ages 39 and 40, twice, the face 
amount, of insurance under the basic 


policy. Annual premiums are: 

25 Yr. Fam. Inc. 25 Year 

Decr. Term 

Age $10 $15 Rider 
20 $ 6.87 $10.98 $3.25 
21 6.99 11.18 3.59 
22 EI 11.37 3.65 
23 7.26 11.61 3.72 
24 7.41 11.85 3.80 
25 7.56 12.09 3.88 
26 7.75 12.39 3.98 
27 » Fe | 12.74 4.09 
28 8.21 13.13 4.21 
29 8.51 13.61 4.37 
30 8.83 14.12 4.53 
31 9.22 $14.74 $4.73 
32 9.66 15.44 4.96 
33 10.17 16.26 5.22 
34 10.72 17.14 5.50 
35 11.37 18.18 5.83 
36 12.07 19.30 6.19 
37 12.87 20.58 6.60 
38 13.76 22.00 7.06 
39 14.75 23.58 7.57 
40 15.83 25.31 8.12 


Travelers Retirement Plan 


Travelers is now issuing retirement 
income at 55 in addition to the plans 
maturing at age 60, 64 and 65. At age 
55 the contract provides an automatic 
income of $10 per $1,000 monthly life 


income, 120 months certain, or an op- 
tional life income of $9.04 (females, 
$9.19) on the cash refund basis. A 


longer life annuity option may be added 
on request. Maturity value for males 
is $2,088 and for females, $2,310. An- 
nual premiums are: 


Prem. Prem Prem. Prem. 
Age (male) (teanaie) Age (male) (female) 


10 32.18 35.03 30 69.50 76.42 
15 37.55 41.01 35 92.15 101.46 
20 44.94 49.20 40 128.87 142.05 
25 54.78 60.13 45 204.07 225.17 








The Illinois state chamber of com- 
merce is sponsoring a_ pension clinic 
on Jan. 27 at Peoria. The program is 
substantially the same as a similar af- 
fair held recently at Chicago 


FRATERNALS 


W.O.W. to Step Up “Ads” 
in 60th Anniversary Year 


OMAHA—Woodmen of the World, 
which will complete its 60th year June 
6, will carry on an advertising program 
this year in some 200 weekly” and daily 
newspapers to explain its three-fold 
program of fraternalism, protection and 
service. 

The advertisements will be published 
every third week in newspapers in com- 
munities served by local Woodmen field 
representatives. Their combined circula- 
tion exceeds 3 million. 

The order began its “grass roots” 
advertising program six years ago an 
it has proven a strong factor in in- 
creasing membership, according to 
Farrar “Newberry, president. 


U. S. Fraternals in Canada 


The mutual benefit department of the 
Order of Railroad Telegraphers, St. 
Louis, has been licensed for life in- 
surance in Canada and has appointed 
W. H. Phillips of Ottawa chief agent. 
Order of Scottish Clans, Boston, has 
been licensed for life and A. & H., with 
R. O. Dawson of Ottawa as chief agent. 


MANAGERS 


556 Agency Heads 
Enrolled in Round Tables 


The round tables in agency manage- 
ment sponsored by the general agents 
and managers committee of the National 
Assn. of Life Underwriters will be spon- 
sored by 21 associations. Starting in 
late January the courses will run for 
17 weeks. There is a possibility that 
two or three more associations will 
adopt the program. Five hundred fifty- 
six have enrolled for the courses. 


O’Connor S. F. Speaker 


“Financing Agents” is the topic for 
the Jan. 23 luncheon meeting of San 




















Francisco managers. The speaker will 
be R. C. O’Connor, assistant superin- 


tendent of agents of Reliance Life. 


Round Table Course in Utah 


Utah life managers will put on the 
round table agency management course 
at Salt Lake City for 17 weeks com- 
mencing Jan. 30. Tod W. Bechtol, Penn 








“If a man does not know 
to what port he is steering, 
no wind is favorable to him.” 
—Seneca 
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AVENUE ® 


Charting the Course 


Life find us unprepared. 


Faces ancient writers we learn that man has always been 
aware of the necessity of planning for the future. Day-to-day 
living leads to no certain port and the storms of 


It is human to delay action that will make the future 
secure for our loved ones. With each new year we have the 
desire to wipe out past mistakes and begin anew. Rather than 


take the chance of leaving your family to sail an uncharted 
course over Life’s stormy seas, should you not live, contact 
your insurance counsellor today. He will assist you in 


arrival in the port of your choice. 


A Attractive territory and 


are offered by: 


Unusual Sales Opportunities 


making plans for the future that will insure your safe 







MACCABEES 


DETROIT 2, 






MICHIGAN 





Mutual Life, was chosen as moderator 
for the entire course. 

John S. Kerns, Northwestern Mutual, 
program chairman, conducted a round 
table discussion at the January meeting 
on the type of meetings the members 
would like for the remainder of the 
season. 


Lexington Managers Elect 


Frank E. Clegg, Prudential, has been 
elected president of Lexington, Ky,, 
General Agents & Managers Assn, He 
succeeds Wendell Honeycutt, North. 
western Mutual. C. W. Sulier, Fidelity 
Mutual, was named chairman of the 
committee on arrangements for a meet- 
ing April 6, when the leading producer 
in each agency in Lexington will be 
honored. 


AGENCY NEWS 


Honor Bergen Agency 


The Bernard Bergen agency of Mu- 
tual Trust Life was honored at a lunch- 
eon during which a cup was presented 
to Mr. Bergen for the highest quota 
production in the company. The Bergen 
agency retired the cup, which must be 
won by an agency for three quarters, 
in one year. It finished 1949 in second 
place countrywide in volume. H, 
Neil, manager of the eastern department 
of the company, was chairman, and W. 
E. Grof, manager of agencies, spoke 
briefly, and presented awards to Martin 
E. Monat, Bernard Blumencranz, and to 
Leroy H. Greenfield, the company’s 
leading agent for 1949. 














Home Office Men at Wausau 


C. C. Moors, general agent National 
Guardian Life, sponsored an agency 
meeting at Wausau, Wis., for his field 
force, also attended by their wives, 
Plans for the coming year were dis- 
cussed by L. J. Larson, executive vice- 
president; A. G. Schmedeman, agency 
vice-president; Don Clapp, agency sec- 
retary; Harry Manzer, chief supervisor, 
and Warren Larson, supervisor from the 
home office. Agents from eight cities 
attended. 


Miller 20% Over Quota 


Pendleton A. Miller, Kansas general 
agent of New England Mutual, pre- 
sented awards to 1949 production lead- 
ers at the annual agency meeting at 
Topeka. Mr. Miller announced _ that 
the agency’s quota was exceeded by 
20%. 

The meeting included a one-day ses- 
sion on business insurance, and_ then 
a varied program on prestige-building, 
quality business, programming, and 
other subjects. 


Cring at Packer Rally 


The Grant P. Packer agency of Pa- 
cific National at Idaho Falls held its 
annual meeting with Superintendent of 
Agencies Kenneth W. Cring in attend- 
ance. 

The agency honored Mrs. Ruby J. 
Metcalf for her production of more than 
a quarter million of life insurance dur- 
ing 1949. Mr. Cring stated that Mrs. 
Metcalf was the company’s first woman 
agent to have qualified for the Women’s 
Quarter Million Dollar Round Table. 
There was a dinner followed by dancing. 





Bean Agency Hears Miss Divver 


Margaret Divver, advertising manager 
of John Hancock, addressed the com- 
pany’s Ferrel M. Bean agency, Chicago, 
at a luncheon meeting. Mr. Bean re- 
viewed the year’s results for the agency 
and discussed plans for 1950. 


Clifford C. Wharff, whose appoint- 
ment. as sole general agent of New 
‘England Mutual at Columbus, O., was 
recently announced, held an open house 
this week. Extensive changes and im- 
provements have been made in the office 
layout. 
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Too Much Time Spent on Close Instead 
of Fitting Program to Assured’s Need 


The selling technique of many of to- 
day’s agents is out of proportion, since 
they spend too much time in closing 
and not enough on fitting a program to 
the individual’s need, said Wendell 
Dygert, Northwestern Mutual, Angola, 





D. Phelps 


J. H. Jamison N. 


Ind., at the annual sales meeting of the 
Jamison & Phelps agency of North- 
western Mutual Life at Chicago. 

It is necessary to consider the de- 
ferred benefit of insurance to those who 
buy it, Mr. Dygert commented, not the 
immediate benefit of commission dol- 
lars. According to Mr. Dygert, the cor- 
rect way to sell insurance is to talk 
to the prospect with the intention of 
discovering his aims in lite. Then it is 
a simple matter to analyze these and 
arrange an insurance program that will 
be personalized. Before this can be done 
properly, however, the agent must pre- 
pare himself thoroughly. Mr. Dygert 
pointed out that the best way of doing 
this is to take the various insurance 
courses and to keep up with the insur- 
ance press. 

Clarence Smith, who led the agency 
in volume last vear, advised agents to 


Graphs Won't Take 
Emotion’s Place, 
Says Blackwood 


With all the scientific advances that 
have been made in life insurance selling 
through graphs, charts and the like, 
there still remains the old problem of 
getting the prospect to sign on the dot- 
ted line, and this is an emotional rather 
than a logical matter, Easley R. Black- 
wood, manager Metropolitan Life, In- 
dianapolis, told the Louisville Life Un- 
derwriters Assn. 

The best way to approach a client is 
on the assumption that he is already 
convinced that he has no problem to 
solve, no money to spend on life insur- 
ance and is in no hurry to buy. Hence 
the agent should be prepared to meet 
those objections and it is much easier to 
do so if the prospect never gets a chance 
to say no, for that would put him in the 
position of changing his mind when he 
decides to sign up. 

For example, the agent might say, 
“Now I know what you are thinking. 
You don’t know where you are going 
to get this money. Let me tell you a 
story of the fellow who changed his 
mind the following morning after I had 
called on him the night before and he 
refused to buy. I asked him why he de- 
cided to buy and he said ‘Well, this 
morning about nine o’clock when I was 
going to work I saw a little boy about 
14 years old walking down the street 
and asked him if he was cutting school. 
He said no, that his father had died last 
week and that he was out looking for 
a job.’ ” 





develop a sales presence to gain con- 
fidence without being offensive. This 
comes with practice, he said. A sales 
vocabulary, which is convincing but 
simple and easy to follow, must be 
acquired. But most important, Mr. 
Smith said, is to have a strong convic- 
tion that life insurance is the best avail- 
able financial vehicle for the solution 
of an individual’s problem. 


Craig on Business Insurance 


Lowell Craig, general agent at Mil- 
waukee, in discussing business insur- 
ance said that when the sales process 
falls down it is because of the agent, 
not because of the prospect. Failures 
in this field are due to the lack of 
sufficiently thinking out what actually 
should be done. Mr. Craig recom- 
mended that before submitting a pro- 
posal an agent should get_the pros- 
pect’s entire point of view. Then, when 
a specific suggestion is made, it will 
have taken into account the prospect’s 
complete business operations. To be 
successful in this field, Mr. Craig ob- 
served, it is necessary to read corpora- 
tion law, business magazines and do 
everything to learn business, its prob- 
lems and how it functions. 


Other speakers were Roe Walker, 
assistant director of agencies, and 
Nathaniel Seefurth, Seefurth & Mc- 
Giveran, Chicago. Mr. Walker  con- 


gratulated the agency on leading North- 
western Mutual last year. 

Total gross paid new insurance, in- 
cluding conversions, of $16,745,000 and 
total insurance in force of more than 
$215 million were reported at the meet- 
ing. Average production per man was 
slightly in excess of $250,000. Lee Lo- 
venthal, agency member, Nelson D. 
Phelps and John J. Jamison, general 
agents, also took part in the meeting. 


Gives Pointers tor 
Sharper Technique 
in Telephoning 


Tips for sharpening up telephoning 
technique were given in a recent issue 
of New York Life’s Nylic Review. Here 
they are: 

1. Have a definite objective. Avoid 
extraneous discussion and drive for one 
ri Sly definite appointment. 

Know what to say. Prepare on a 
ani sheet of paper or on cards the 
solution to problems that may arise 
during the conversation, place the sheet 
before you, and be ready for any 
objection offered. 


Get in Right Mental Mood 


> 


3. Get yourself in the right mental 
mood before making the call. Morale 
counts for much, whether the approach 
sa via telephone or face to face. 

Apply the law of averages. If the 
fienk few calls bring no favorable re- 
sponses, keep working from number to 
number. Give the law of averages a 
chance. 

. Concentrate calls by territory, just 
as ‘you would in making face-to-face 
calls. Then you can prepare for visits 
in a given building, a given block or 
district. 

6. When you have an appointment 
with someone at a distant point in your 
territory, make some phone calls to 
that area in advance and arrange for 
other appointments. You may make the 
trip doubly worth while. 























» D. YOUR PROSPECTS still ask 


» for the Income Disability clause in 


their life insurance? 


Ours do. And we still write it—the 
old-fashioned kind! 


Our disability clause protects men 
to age 60 and women to age 55. It 
pays $10 monthly disability income 
to age 60 and $5 monthly thereafter. 
Waiting period only four months. 


And we issue on Term plans, too! 
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“WE PAY AGENTS LIFETIME RENEWALS... .THEY LAST AS LONG AS YOU DO” 
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Data elnere Small 
Companies Growth 
Exceeds Big Ones 


NEW YORK—Concentration in the 
life insurance industry is a “receding 
mirage,’ according to Shelby Cullom 


Davis, insurance financial specialist and 
former deputy New York insurance su- 
perintendent. Mr. Davis’ findings, based 
upon an exhaustive study of the oe 
ment operations of the 100 largest U. 
life companies, were introduced as evi- 
dence before the Celler and O’Mahoney 
committees of Congress investigating 
the life business. 

The smallest group within the first 
100 in asset size grew at a rate 50% 
greater than the so-called giants with 
assets more than $1 billion, he pointed 
out. The two next smaller groups— 
those with assets of $50—$100 million 
and $100-$500 million respectively—each 
increased last year at a rate 27% greater 
than the biggest companies. And the 
group $500 million to $1 billion in size 
grew at an average rate 3% greater than 
the largest. 


The Smaller the Faster 


Thus the smaller the companies, in 
this study of the 100 largest, the faster 
their growth, Mr. Davis explained. 

He ridiculed the idea that there is a 
life insurance “Wall Street’? where 
American business must come, cap 1n 
hand, to borrow funds. These 100 larg- 
est companies are dispersed in no fewer 
than 55 different cities and in 34 dit- 
ferent states, he showed. Few indus- 
tries can claim a greater geographical 
diversification. 

“IT have visited all but 11 of these 
100 largest companies in the past 12 
months,” Mr. Davis continued, ‘and 
these were in Sacramento, Montpelier, 


Jacksonville, Pittsfield, Lincoln, Port- 
land, Me., Greenville, Helena, Waver- 
ley, Jackson, Miss., and Waco. I wish 


those critics of ‘concentration’ in the 
life insurance business could not only 
have traveled with me but have visited 
those places I missed. They would 
have seen a great deal of these United 


States they probably have never seen 
before.’ 

Not only are the smaller life com- 
panies growing more rapidly but they 
are earning nearly 7% more on their 
assets, Mr. Davis went on. This is 
due primarily to their greater invest- 


ment in real estate and mortgage than 
in bonds which, because of the Treas- 
ury’s extreme easy money policies, are 
yielding record lows. The smaller com- 


panies also tended to invest more in 
common stocks which are _ prohibited 
to New York state domiciled com- 
panies. 


Competition, Not Concentration 


it is competi- 
concentration which 
has dominated the life insurance busi- 
ness, Mr. Davis explained. Thus of 
the first 10 largest companies in 1900, 
only six remain in that category today. 
The largest one today, Metropolitan 
Life, was seventh in assets in 1900. The 
second largest, Prudential, was eleventh. 
And the fifth largest today, John Han- 
cock domiciled in Boston, was not even 
among the first 15 50 years ago. 

The legend that life insurance colossi 
are the dinosaurs of the modern eco- 
nomic order should have died with the 
Hughes investigation, Mr. Davis con- 
cluded. Today competition and diversi- 
fication typify the industry which not 
only lives up to a high code of busi- 
ness ethics but submits to strict su- 
pervision by the various states. It is 
an industry in which the small are 
growing faster than the large and the 
of the better “mousetrap” can 
have his just place in the sun. 


From the longer term 


tion rather than 


_V. V. Van Leuven, manager of New 
York Life, Milwaukee, addresses the 
Chicago managers on Jan. 26. 


“Tax-Free Ride” 
Smear Rebuked 


(CONTINUED FROM PAGE 1) 





We knew it; the 
and Congress knew 


would be payable. 
Treasury knew it; 
it.” 

Mr. Dawson pointed out that low 
yields on investments were a direct re- 
sult of government fiscal policy, that 
while life companies paid no taxes for 
1947 and 1948 neither did millions of 
other businesses and individuals who 
didn’t have enough income to require 
a tax. 

As to the retroactive proposal, Mr. 
Dawson said the excuse is given that 
two years ago, in an informal confer- 
ence in Washington with some life in- 


surance people, some official of the 
Treasury stated in passing that the 
Treasury intended to try to get some 


back taxes out of the life companies 
and that it might be wise for them to 
lay aside some reserves. “This state- 
ment —or threat—is now being con- 
strued as having put the companies on 
proper notice that they would have to 
pay taxes retroactively,” said Mr. Daw- 
son. 


DOUGHTON LIKES REPORT 
WASHINGTON—Chairman Dough- 
ton of the ways and means committee 
has indicated he is satisfied with the 
report of his subcommittee on income 
taxation of the life insurance business 
and that no further hearings will be 
held. He did not indicate how soon 
the bill will be reported out. The sub- 
committee advised that if no action to- 
ward a permanent law is taken this 
year the stop-gap plan should be con- 
tinued until something else is done. In 
spite of the strong objections of some 
companies to the retroactive feature of 
the present proposal, the subcommittee 
rejected these criticisms as “untenable” 
saying that “it seems intolerable that 
so large an industry should pay no tax 
due to the failure of a formula to ac- 
complish the purpose for which it was 
designed at a time when others were 
bearing an unusually heavy burden.” 


Conn. Mutual G.A.’s Get 
Report of 1949 Results 


(CONTINUED FROM PAGE 3) 


to J. C. F. Merrifield, Portland, Ore.; 
W. T. Earls, Cincinnati; P. L. Bealy 
Smith, Atlanta; and Floyd A. Rosen- 
felt, Toledo. 

Vice-president George F. B. Smith 


congratulated the agencies in the top five 
positions in paid for life insurance last 
They are, respectively, Halsey D 


vear. 

Josephson, New York; John M. Fraser, 
New York, William T. Earls, Cincin- 
nati; Ralph H. Love, Hartford; and 


Rosenbaum & Kail, Cleveland. 

Agencies which in 1949 had business 
increases in 10 or more months are 
Boston, Des Moines, Indianapolis, Hart- 
ford, Portland, Ore., Syracuse, Oakland, 
and Knoxville. 

Conservation awards were 
3uffalo, Louisville, Dallas, 
Minneapolis, and Norifolk. 


won by 
St. Louis, 





Harvey L. Shepard, assistant general 
agent of the J. S. Drewry agency of 
Mutual Benefit, Cincinnati, the past 25 
years, has retired. He started with the 
agency 38 years ago. He is a past presi- 
dent of the Cincinnati Life Underwriters 
Assn. 


David Warshawsky, Reliance Life, 
Cleveland, has qualified for the Million 
Dollar Round Table. He will be hon- 
ored as national leader of Reliance at 
a luncheon in Cleveland Feb. 2, at- 
tended by President John A. Mayer 
and Agency Vice-president John F. 
Johns. Lloyd H. Feder, Cleveland man- 
ager, will be chairman. 


Board Membership Gives 
Agent an Inside Track 


At a recent sales meeting one ageut 
answered the question on the minds 
ot some of his fellows as to the source 
of his mortgage insurance business. 
With somewhat unusual candor, he ex- 
plained that some, though not all, of 
the business resulted from the fact that 
some time ago he had been appointed 
to the board of a local savings and 
loan association which did most of the 
mortgage lending in the area. In his 
home town, which was rather small, 
he had an inside track on considerable 
mortgage information including the in- 
come and family status of the mort- 
gagor. He follows up the leads and 
finds it a source of _of continued business, 


Albany (Ga.) Managers Organize 
Albany (Ga.) Life Insurance Man- 
agers Assn., has been organized with 
by C. Savarino, Life & Casualty, as 
president; Logan Mount, Interstate 
L. & A., vice-president; and W. L, 
Cotton, National L. & A. secretary. 


NEWS BRIEFS 

Southern Methodist 
running a two-year graduate seminar 
beginning March 13. It will cover ad- 
vance programming, business insurance 
and estate analysis. 

Managers & General Agents Assn. of 
Continental American Life held its an- 


University is 


nual meeting at the home office. New 
officers are: L. Reyner Dukes, Balti- 
more, president; Jules Anzel, New York 


City, vice-president; and George Hulse, 
Harrisburg, Pa., secretary. 


Earl M. Schwemm, Great-West Life, 


Chicago, will address the Columbus 
managers at a breakfast Friday and 
Columbus Assn. of Life Underwriters 


at a luncheon meeting. 

Lead-off speaker in a series of 17 
management round tables planned by 
the Peoria managers was J. R. Town- 
send, general agent of Equitable Life 
of Iowa, at Indianapolis. 

Charles W. Woodruff, Jr., has been 


appointed Salt Lake City agency super- 


visor for the Penn Mutual Life. He 
joined Penn Mutual last January. 
L. Paul Ginter has been made as- 


sistant manager of the Cleveland ordi- 
nary agency of Prudential. He has been 
with Prudential’s group department at 
Cleveland for the last two years. He 
will supervise the agency’s work out- 
side Cleveland. 

Carl E. Shaffer is now district man- 
ager for Prudential in Pottsville, Pa. 
He replaces John S. Reichert who has 
retired. Mr. Shaffer began with Pru- 
dential in 1936. Most recently he has 
been a training consultant in the home 
office. 

Maccabees held a conference of north 
Georgia field workers at Atlanta. R. 
E. Morris, assistant actuary, was. the 


guest speaker at a luncheon. L. M. 
Banks, Savannah, state manager, pre- 
sided. 


Hollister V. Schenck, vice-president of 
Life of Virginia, has been elected a di- 
rector of the Southern Bank & Trust 
Co. of Richmond. 

Sun Life of Baltimore, has promoted 
Walter Rothschild to treasurer from 
assistant treasurer and named Stanford 


Z. Rothschild, Jr, as manager of the 
securities department. 
Monumental Life has declared the 


regular semi-annual dividend of 60 
cents a share. 

Metropolitan Life has opened an office 
in Austin, Tex., with Earl R. Reinke 
as manager. 

Linus G. Jacobs has been appointed | 
general agent for Monarch Life at Den-' 
ver. 

Edn 
vice-president 
the New York 


md B. Whitaker of Newark, N. J. 
of Prudential, discussed 
disability benefit law at 
fa meeting of Buffalo Life Underwriters 
Assn. Members of the Buffalo A. & H. 
Assn., the Buffalo Casualty Club, and the 
Buffalo Fire Underwriters attended. 

Maxwell J. Patterson has been pro- 
moted to staff manager for Prudential 
in San Jose, Cal. 
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Over $100,000,000 
gain in outstanding insurance 
during 1949.* 


More than $770,000,000 
insurance in force. 


This represents a gain of 15% 
during the past year. 
We do not issue group. 


*\It is doubtful if 20 of the more than 
500 life insurance companies in America 
can show a greater dollar increase 

in outstanding Ordinary Volume. 





Me, Lhe Friendly 


ie FRANKLIN LIRR SE 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
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One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $750,000,000.00 insurance in force. 
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PROTECTING THE 


AWERICAN HOME” 
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How a Country Doctor Won a Battle 


PLAIN country doctor with a burning ideal ...a big-hearted man 
A who too often had seen misery and privation move into homes 
when men died ...a man of decision who resolved to do something 
about it... 

Such a man was Julius Dewey. And, on his own ground, he won a 
major battle — against ignorance and prejudice —a battle less spectacu- 
lar, perhaps, but of even greater lasting benefit than that won by his 
Admiral son in Manila Bay half a century later. 

Good causes attract worthy champions... . 


early and staunch advocate in the Vermont doctor. A new idea then, 


and life insurance found an 


it was looked upon with doubt, suspicion, even open hostility. As he 
made his daily rounds, Dr. Dewey talked quietly with his friends about 
this new kind of family protection . . . explained what it could mean 


to them in simple terms of hope and security and freedom from want. 


On January 17, National Life celebrates the one hundredth anniver- 
sary of its founding by Julius Dewey and his friends. Ninth oldest life 
insurance company in the land, it is today the nationwide institution 
of the Doctor's dreams. 200,000 policyholders now own more than 
one billion dollars’ worth of National Life family protection. They 
face the future with confidence, knowing they will share in the con- 
tinued progress of their sound, mutual Company. 





This advertisement, saluting the one hundredth anniversary of the 
founding of National Life, opens the Company's seventeenth year of nation- 
al advertising. During the month of January, it appears in the following 
publications —Saturday Evening Post, National Geographic, 
Time, Newsweek, The New Yorker, The Atlantic. 
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